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eSKILL » Hand ow Brain 


We Cannot Neglect Those Finer Details of Shoemaking 
Which Only a Real Craftsman Can Give 


in the shoe 
industry. The whole economic structure of an 
industry depends as much upon the development 
and maintenance of skill in the making of goods as it 
does upon methods of merchandising them. 

What is going to happen to the custom shoemaking 
branch of the shoe business when no more bench work- 
ers can be obtained? The restriction in immigration 
has stopped the inflow of the foreign-trained bench 
workman who can build a shoe complete. 

Those in this country find that they can make more 
money at less arduous occupations and are leaving the 
bench for the fruit shop and for trades that pay more 
by the hour. The sons of 
these intelligent and artistic 
shoemakers absolutely refuse 
to go into the handicrafts. 
Therefore, we now see, with 
this decrease in the number of 
hand shoemakers, a_ corre- 
sponding increase in apprecia- 
tion of shoe craftmanship. 

So much has been said 
about the great value of sales- 
ability that a spirit almost of 
mental depression has been 
developed in factories. The 
art and craft of building 
shoes never was more im- 
portant. The skill of the 
hand is soon to receive a new 
appreciation. 

The infinite details en- 
countered in factory routine 0e. 
make possible more errors 
through ignorance than ever 
before. ; 

A suede that crocks, a 
throat that bites, a strap line 


(7 industry. The w needs attention 





side. 


“When a foot goes into a foot” is a topic which 
“Tommy” Atkins explains by drawing a gore 
style pump, to the top line of which he has 
affixed a design of the familiar ruler. 
of this ruler extend from the back seam to the 
vamp seam. This measurement is as it should 
The opening in the shoe must be large 
enough to let the foot in and yet not so large 
that the shoe will slip at the heel, or gap at the 
This demonstrates that the measurements 
of the top lines of a low cut shoe are quite as 
important as those of the sole. 


too short, a last in wrong proportion—every shoe thus 
made becomes a dead loss. It may go out but it is sure 
to come back. One of the reasons why good shoe fac- 
tories are never wanting in orders is because,:in the 
assembling of so intricate a product as the shoe, graded 
in sizes and widths, they put into every pair a full 
measure of experience, intelligence and everlasting 
watchfulness. 

The more complicated the detailing of shoes, the 
more necessary it becomes to have intelligent workers. 
There are more wonders and romance linked up with 
the ingenuity and accomplishment of making leather in 
the right color and making shoes in the right combina- 
tions than will ever be told in 
print. 

Let’s take John Jones, 
buyer of Shoem Co. on a trip 
through Crispin’s model shop. 

First, we shall start with 
the bottom stock, because no 
shoe is better than its tread. 
Furthermore, the sole is the 
base line of the profile of the 
shoe. Distort the sole, and 
you have a distorted shoe, no 
matter how excellent the 
upper structure may be. 

Crispin chose his soles for 
quality, meaning the strength 
of the fiber of the leather, for 
this is what makes the shoes 
wear. Also, it holds the 
stitches. The sole, being cut 
to pattern, is tempered with 
moisture, for a sole that has 
just the right amount of 
moisture in it lends itself to 
the efforts of the shoemaker 
to produce a beautiful shoe, 


[TURN TO PAGE 48, PLEASE] 
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| New Hye Lines— Now 
(Somes the Angle 


The Pattern Man Borrows an Idea from the Garment 
Designer and Tricks Out His Spring Shoes with 
Wedges, V's and Curious Lig-Zags 


EDGE lines have a probability of popularity for 

spring. They come out of the dress motifs. It 

is a sharp line season of design in garments. The 
same difficulties present themselves to the dress de- 
signer, because if a woman’s form is full of curves, 
then her foot is likewise. To superimpose over a 
curved base, lines and wedge effects, angles and such, 
is an art. 

This selection of shoes contains within them more 
advanced ideas than any similar collection of models in 
good taste in straps, for the advance strap pattern idea 
for spring is a change from the fall and winter oxford 
effects. 

Note the introduction of perforations, particularly 
in the pattern showing the perforated shank. All 
designing minds are looking ahead to what will come 
after the basket weave sandal. The belief of the ad- 
vance-minded stylists is that some sort of a punched 
effect, which combines ventilation and revealment of 
the stockings beneath. For this part of the shoe the 
leather is unlined, or underlaid with a contrasting 


color. England has been testing punched shoes for 
some time as a protest by the manufacturing trades 
there against the tremendous imports of basket woven 
shoes from Czechoslovakia. 

A new freedom in materials, patterns and designs 
will certainly come for next spring. Lines that have 
never been tried before will be shown in footwear. A 
practical shoe-man never would have thought of these 
lines. They are the creation of artists who know 
nothing about shoemaking. 

A practical shoe-man always worries about where 
the seams, linings and foxings fall. An artist, not 
knowing anything about the inside of both shoes and 
their technique of making, lets his fancy roam all over 
the outside of the shoe, and as a result art 
designs challenge shoe-making ability. 

The amazing thing is to see how effectively 
shoemaking talent has taken these original 
artist’s designs and made them practical. The 
opportunity of the future in shoemaking, if 
coming from without the trade rather 


cael 
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A—Overlaid patches on forepart and on out- 

side of strap make possible the use of deco- 

rated design, in one color or in three har- 

monious shades of the — color, one over the 
other 


B—The use of punchings instead of the open 
shank offers an opportunity for a new type of 
design. Perforations such as these help to 
lighten the appearance 
C—New lines on a strap patterned shoe which 
resemble those of the slip-on rubber with 
clever insert at end of the buckle strap 
D—The lattice effect on the quarter line gives 
the appearance of the open shank and yet re- 
tains the oxford line under the ankle 
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E—New speed lines obtained by wedge inserts 
of mottled leather combined with black 


F—The side design and sharp line effect offer 
opportunity for centerpieces in the same color 


as the heel. The original shoe is slate, gray 
and blue 
G—Here is a line that swings from inner tip 
to outer shank, and combines both the straight 
and the pinked edge. The underlay is slate 
gray and the vamp and quarter blue 
H—The moving of the half circle line down on 
to the vamp is important for Spring. It ap- 
peared first in evening shoes, ending at the 
throat. Curves have some place in Spring 
styling 
I—Combining black with fancy brown leather 
in a patched pattern with quarter wedge lines 
J—Sharp lines, zig-zagging over the shoe, 
lightened by punched holes and overlay effects 

























than from within, and color blending is so much a 
trick of the artist that it is inevitable for the shoe 
industry to be more artist-minded than ever before. 
What the artist creates the shoemaker must make 
practical. 

The use of pinkings, and perforations are of tremen- 
dous value in the new designs for spring, because they 
serve to lighten a line and develop a youthful appear- 
ance, which is so necessary in spring-time shoes. 

Within the next few weeks the color conference will 
tell to the shoe world the color scheme for summer, 
but the first thought is, what pattern and design will 
best appeal to the American woman next spring. 

These forerunners of spring styles happily indicate 
a definite trend toward straps with new side and front 
treatments. The accept- 


buckle shoe is therefore anticipated. The metal buckle 
of broad dimensions helps to harmonize the entire grey 
treatment, no matter what cast, whether it be steel or 
mud tones, and is quite smart if the stockings are of 
the deeper grey shades. 

The tailored type of coat, either fur or fabric, in 
beige or brown, has made possible the smart oxford, 
step-in, or one strap. The present mode of clothes and 
the fabrics of high style garments are a wonderful 
background for diversified footwear. 

There is a vogue of black satin about to take place, 
and because of its usefulness in the wardrobe it will 
share the velvet position. 

Slate blue, which is to be in the picture among smart 
people, is a bit difficult, just as the warmer violet tones 

have proved. Slate blue 





will require a blue shoe, 





ance of the design and 
pattern comes first, colors 
and materials follow 
along, and the wise mer- 
chant diversifies his mate- 
rials and colors in every 
pattern. There will be 
more of this done for 
spring than ever before, 
because with an early 
Easter, March 31, the 
text and trial of spring 
shoes pre-Easter indicates 
adequate stocks on hand 
in February and March. 
To build these shoes the 


appliques. 


and December is of great 
importance. 

The Quaker silhouette 
which is just stepping in- 
to the picture will bring 
about a spring vogue for 
grey. The patent leather 


with hosiery to blend. 


Spring Footwear Highlights 


The oxford side line is here to stay, trimmed tomato and 
with bold, angular cut-outs and overlays or tones. 


Vamps with side inlays in oblong details of 
dark and light harmonies, in pyramids and in 
acute angles, will be seen. These decorative 
notes, however, will be found on the instep in- 
stead of on the quarter line as heretofore. 


Feet are gradually widening and the angular 
trims, therefore, are particularly acceptable be- 
cause they give the effect of slenderness. 

Heels will be either of walking height or ex- 
shoemaking of November treme. 


Although costume colors are to be more vivid 
‘and stronger, shoes will not follow their lead. 
The smart woman will wear shoes of warm 
caramel shades, honey and certain mud grays— jersey. 





but the violet tones will 
rely on parchment and 
string shades, as do 
flamingo 


In sports wear the 
utmost liberty has been 
taken by the foremost 
Parisian couturiers. The 
sweater, from its original 
place as an over garment, 
has become a blouse. 
There is a tendency to 
combine the tailleur and 
sports wear, giving the 
latter a more formal at- 
mosphere. Fur has en- 
tered the sports field, 
being combined with 


All this means the wid- 
est possible diversity in 
sports shoes. 
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contributions to the cause of getting more men’s 
shoes sold. There are seven of them shown here. 
Multiply 7 by a fat 100 and you will get a fairly 
accurate picture of the number of stores in this coun- 
try which have linked their advertising, display and 
merchandising effort with the national campaign 
sponsored by the National Shoe Retailers’ Association 
and supported by every branch of the industry. 
In every window appears the giant reproduction of 
the four-color advertisement which, in two-page size, 
appeared in the September issue of Vanity Fair and 


T HE windows shown on these pages are voluntary 














Farr Bros. of Easton, Pa., mounted the big ad on 
dark colored cardboard, run ribbons to the actual shoes 
and dotted the little cutout figures around 
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Schaub’s Shoe Store, 
in Lancaster, Pa., 
also used the ribbon 
idea and the cut-out 
figures in achieving 
a trim which is a 
most remarkable ex- 
ample of effective 
simplicity 
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Retail Merchants, Big and Little; and 
Window Trims Which Link Up With 
Pairage—Dealers Made Optimis 


the Sept. 22 issue of the Saturday Evening Post. With 
this reproduction as a focal point, there is in every 
case a highly effective grouping of the types of shoes 
shown in the advertisement. 

Some employ ribbons to lead the eye from the adver- 
tisement to the actual shoes. Some content themselves 
with using the advertisement as a background and with 
the shoes in the foreground. Not a few have made 
liberal use, also, of the cut-out figures of men dressed 
for various occasions and copied from the fashion 
figure work used in the first big gun of the campaign. 

There are enough good window trim ideas here to 
keep the average merchant going for a year—and 
infinitely more variations can be secured by using 
others of the dealer help units sent to all merchant con- 
tributors by the National Campaign Fund. 

Some of the merchants have gone even farther and 
have enlisted the aid of the men’s clothiers and even 
of the custom tailors in their communities. It is not 
an uncommon sight to see reproductions of this shoe 
advertisement in the windows of a merchant who does 
not handle shoes but who wishes to make men clotheg 
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Holbrook & Petty, operat- 
ing the Stetson Shop for 
men in Pittsburgh, de- 
voted the central portion 
of their window to the 
campaign trim, also show- 
ing spats, shoe trees and 
hosiery 
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neir Nlen'’s Business 





md \ from Coast to Coast, Install Feature 
ith National Campaign to Increase Men’s 
nis tic by Display of Consumer Interest 


conscious and who has fastened on this advertisement 
as an authentic style chart for all possible occasions. 

Reports received at campaign headquarters in the 
office of the Kenyon Company, Boston, indicate that the 
feature trims have attracted a very real interest on 
the part of men. Merchant after merchant has written 
in (some of them wired) that the advertising is mak- 
ing a deep impression on those who have seen it. 
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The Walk-Over Boot Shop of Richmond, Va., not only 
used three of the giant ads but put copies of the 
Saturday Evening Post in the window 
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The Qudlity Boot Shop of 
Long Beach, Cal., placed the 
giant ad well up front and 
grouped the shoes in a slop- 
ing plane from there to the 
front floor of the window. 
Copies of the Saturday 
Evening Post were used in 
other parts of the window. 

















The French, 
Shriner & 
Urner store at 
3870 Madison 
Avenue, New 
York City, 
used two actual 
sized adver- 
tisements from 
Vanity Fair 
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Geuting’s, Philadelphia, made the 
giant advertisement an effective 
background for a grouping of men’s 
style footwear in one part of their 
. large window 
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| Getting More Shoes Sold Right 






Buying Mistakes 


S it true that buying mistakes oftentimes total 

as much as the cost of the rent? That’s the 
query asked us by a new buyer after spending a 
miserable day looking over the mistakes of his 
predecessor. He proposes to add 5 per cent to the 
overhead to cover the buying mistakes which he 
knows he will make in the next season’s work. 

It is a natural thing for a new man entrusted 
with the selection of a wide range of shoes to make 
mistakes. Every shoe bought isn’t a guaranteed 
seller to the last pair, or anywhere near to that 
desirable finale. But many a buyer selects in 
haste what he later repents at leisure. 

To eliminate the hazards of buying, every buyer 
should study those tried and true lasts and patterns 
that have served him well in the past and proceed 
to duplicate, even though he must make changes in 
the materials, colors, etc. 

A certain proportion of all stock should be defi- 
nitely understood to be sure sellers (as far as hu- 
manly possible). A limited proportion of all 
stocks, however, must have speculative characteris- 
tics. A certain percentage of shoes come in which 
don’t fit either the eye or the foot, and go straight 
through to the bargain table, throwing the store 
for a loss. 

Many a buyer has envied bigger stores which 
have immense customer contact. They figure out 
that it is possible to cover up errors of buying by 
the volume of the demand. 

However, it is all a.matter of proportion. A big 
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store can wipe out its profits of the season more 
quickly through a major error in shoe selection, 
because it deals in more units and must maintain 
a higher rate of mark-up. 

The game of shoe buying does not become easier 
as time goes on. The merchant and buyer who has 
the greatest fashion wisdom usually makes the few- 
est style mistakes. We have never uttered a bet- 
ter axiom than this: “If you know your shoes bet- 
ter, you can sell better shoes.” 


& ¢ € 
Be Calendar Minded 


'AKE no mistake about it, the shoe industry 

faces its greatest opportunity in the spring 
of 1929. Preparation for that opportunity should 
start with your review once again of the article in 
last week’s issue of the BOOT AND SHOE RECORDER 
by Murray C. French, advancing the theory that 
in preparation for a new season, 50 per cent of the 
shoes should be purchased for the opening two 
months, and the balance distributed over the re- 
maining four months of the spring and summer 
season of 1929. This means that shoes should be 
coming into the store Feb. 1 for sale in February 
and March. 

The proper selection of those shoes can best be 
made in the remaining weeks of 1928. This is one 
year when we expect to see the shoes for spring 
purchased before the calendar turns into the new 
year. February is the Monday of spring. 

When does Easter come? Early. The calendar 
says Sunday, March 31, which proves our conten- 
tion that the bulk of the shoes for next spring’s 
selling should be in the store in February and 
March. 

We make this very definite suggestion, having in 
mind the opportunity of the merchant to get more 
of the public purse expended for footwear. Shoes 
properly prepared and selected, with the time fac- 
tor uppermost, make possible more profits for in- 
dustry and less waste through haste. 


&¢ ¢& © 
High Rental Charge per Pair 


E higher the rent the more shoes must be 

sold to pay for it. A new shoe store in Chicago 

is paying $50 per square foot, and in a room twenty 

by forty, faces a fixed rental cost of $40,000 per 

year. 

Such a store must sell $800,000 worth of shoes 

a year to pay its rent on a 5 per cent basis. What 

an undertaking? But it must be profitable, other- 
wise the shoe merchant wouldn’t hazard it. 

There are only three things that allow a store 
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to stay in business, and the order in which we place 
them may cause surprise: 

First, service. 

Second, style 

Third, shoes at the right price. What the shoe 
industry needs to learn more than anything else is 
how to charge for service. Practically every other 
major industry has been forced to increase its re- 
tail prices because of the increased cost of service. 

When a customer buys four pairs of shoes and 
returns three pairs, it may be difficult to smile, but 
the service charge per pair must be made adequate. 
The exceptional case must be well covered by the 
averages of profit. 

Large institutions have passed out of the picture 
in the last few years, not because of wrong prices, 
and not because of unsalable style, but almost 
wholly because of lack of service, which combines 
a timing sense of the right shoe, at the right time, 
in the right color and in the right fitting. 


e¢ & © 
Style Leadership 


HE two outstanding shoes in Paris this season 
actually made their first appearance on the 
Brooklyn shoe style runway last May. These shoes 
were peculiarly Amer- 
ican creations, having = 
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From the most aggressive shoe merchant in Ber- 
lin we get a request for the American shoe color 
card, prepared last April in New York, and now 
accepted internationally as the keynote of colors 
for Fall and Winter footwear abroad. 

By these tokens, and many others, we see the 
revival of a tremendous interest in American de- 
sign, color thought and cleverness, similar to the 
interest of a quarter of a century ago in American 
shoemaking. 

The greatest progress in the building of shoes 
by machinery was made in America, and the wide 
world has accepted American standards of shoe 
construction, so that there is no country on the 
face of the globe that is not equipped for more effi- 
cient and economical shoemaking by machinery. 

If we are again to command leadership, we must 
have at home a proper appreciation of the art pos- 
sibilities of our own designers. 


& & 


Geography plays more of a part in retailing than 
one might think. A certain shoe merchant enjoyed 
a fine business on medium grade shoes in one loca- 
tion for many years. But he suddenly decided to 
move “uptown” into the high price belt. The new 
store was an imitation of the real thing; the shoes 
were the same he had been carrying. He had a 

new location, a new 
72x ‘store, but he brought 








a line and design so 
character istically 


along with him the 
same atmosphere in 





American as to be 
self - evident to any 
stylist. 

Has America 
caught up with the 
feeling of style and 
gone one step farther? 
It is granted that the 
Frenchman knows 
how to blend colors to 
get better combina- 
tions, but even that is 
a matter of education 
and will come in time 
in America. 

From Australia one 
of the large buyers, 
now. in the American 
market for smart 
American footwear, 
finds that “down un- 
der” where .life is 
speeded up to the 
American tempo, 
there is a feminine de- 
sire for smart Ameri- 
can patterns. 





The Reason Why 


SCHUNEMANS and MANNHEIMERS 
St. Paul, Minn. 


It is indeed a pleasure to have the opportunity 
to write you commenting upon the many helpful 
suggestions and articles I have had the pleasure 
to read in your publication, which have been ap- 
plied in my work, and from which I have received 
an unusual amount of benefit. 

I might also add that I have been reading the 
Boot AND SHOE REcoRDER for twenty years, which 
is the period I have been interested in the retail 
shoe business, and shall continue for another 
twenty I hope. 

Very truly yours, 
(Signed) J. Langley 
% * * 


Mr. Langley is one of the most successful and 
oftenest quoted retail shoe merchants of the 
Northwestern country. 

He is a canny style picker and a wise mer- 
chandiser. 

We are happy to know that the Recorper is 
one of his favorite informative and stimulative 
services. 


Sct © rr... 


President 











shoes that he and his 
trade had been breath- 
ing for years. People 
who had been his 
steadfast patrons 
would not come into 
the new store. He tried 
all sorts of bait in the 
way of prices, in- 
creased advertising, 
and all that. Still they 
did not come in. One 
day he admitted to 
himself that he had 
made a tactical error, 
and now he is negoti- 
ating for the old stand. 
The moral of this is— 
stick by your geogra- 
phical location if that 
is the place people go 
to buy the kind of 
shoes you sell. If you 
move into a higher 
price district, you will 
have to move up your 
prices and quality. 
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Two-toned cuff all-rub- 
ber gaiter in flowered 
pattern, of dark brown 
and beige. Snap-button 
fastened, with concealed 
buckle at top 
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is style-wear. The time-honored galosh has been 
“stepping on it” with fashion during the past 
three or four years and has attained its most graceful 
stride with the new numbers now being offered to the mer- 
chant in a wide selection of colors, materials and patterns. 
Overshoes were just foot protectors in the days before the 


66 ZR is ssiewea for Fall and Winter, 1928-1929, 


(Maker’s name on request) 





Contrasting velvet cuff 
cloth gaiter, in tones 
of brown. Waterwave; 
silk foxing; snap fast- 
ener under ascot tie 


A worsted and rayon 
fabric “Medici” collar 
gaiter, to match the 
new high collars and 
colors, too, of coats 
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alosh Preps Oar 





Cuff gaiter in two 
tones of moire pat- 
terned rubber, beige 
and rose blush, with 


Zipper fastener in 


front 
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A tweed-patterned cuff- 
less gaiter of jersey in 
tan, with border and 
applique decoration in 
slightly darker brown 
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Rose beige rayon cuff A black and white 

gaiter, This type is check novelty jersey 

also developed in gun- cuff gaiter, with snap 

metal to match gun- fastener under cuff. 

metal hosiery Suggestive of sports- 
wear 


(Maker’s name on request) 


World War. The weather was the only lever which moved 
them from the store’s shelves. 

Now, whether it is snow or ice, or slush or rain, once 
November’s cold days usher in tweeds and fur-trimmed 
broadcloth coats and more velvets, or the trig trench coat, 
the smart overshoe is as salable an item as is the shoe. 

The new rubber-wear features color, fit, lightness of 
weight and attractiveness of appearance, intriguing many 
women into buying several pairs at a sitting. There is a 
refinement of line in the new models. Slide fasteners are 
sometimes cleverly concealed. In other patterns, they are 
shown artistically. There is a coordination of overshoe 
material and material in dress or coat. 


HERE are uppers of lustrous rayon or poplin, in rose 

beige, gun-metal or kasha beige. There is wool jer- 
sey, in fawn or black, with a velvet cuff to harmonize. 
There is soft wool tweed, in either tan or gray, or in 
tan and gray, for the tweed frock or topcoat. There are 
finely checked jerseys in black and white or tan and 
white; or uppers of moiré, finished rubber, or plain light 
weight rubber; dainty and durable, in colors to harmon- 
ize with the different cloak and suiting shades. 

More talked about, perhaps, than any other material in 
the fashion field of women’s gowns is velvet. Recognizing 
this trend, one of the leading rubber companies is incorpor- 
ating in its new line an all-velvet model which is said to be 
waterproof. The demand for reptile effects in shoes and 
in other accessories such as handbags and belts has not 
abated. On the contrary, reptiles have so securely wriggled 
their way into the heart of the American woman that her 
pocketbook is next ensnared. And so overshoes manufac- 
turers are catering to this demand by reptile designs on 
embossed satin numbers. Snakes, alligators and 
the other members of the reptile family are inter- 
preted by a leading overshoe maker in a beige- 
brown of finely blending tones to accompany the 
paler beiges or darker browns of the “under-shoes” 
or the coat. 

Another new fabric smartly imitates suede leather 
in its appearance, as do the colors in which it is 
developed—medium beige, gray and black. 

Embroidered cuffs to correspond with the em- 
broidery on glove cuffs carry out the college girl’s 
idea of a “LaSalle” suit, with ’broidered bands or 
flares; or, for the woman who wants a little trim- 
ming on her ensemble, with overshoe treated in 
similar manner as her gown, and embroidered as are 
the other items of her accessories. 
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A motre-patterned two- 
tone concealed hookless 
fastener, cuff gaiter of 


all rubber. Developed 


in beige and brown 
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“Other People’s Ideas 









He Sold His Old Window 


Trim 


EW YORK, N. Y.—To get the 
windows to look different 
and distinct, to attract the millions 
of men who daily pass the various 
Adler shoe stores in this city, is a 
problem that must be solved over 
and over again. Is it any wonder 
Jesse Adler finds it worth while to 
shut himself up in his “Think Room” 
so that he may concentrate on this 
problem? He says: 

“The only way to get new ideas is 
to develop them yourself; then get 
some good artist to express them— 
one who is capable of interpreting 
them harmoniously. A couple of 
years ago I was looking for some- 
thing different. Out of thin air 
came the thought of showing shoes 
in conjunction with books. My artist 
developed the idea, but it was not so 
good. You know how one thought 
leads to another, so out of it all 
came the showing of shoes ‘Out of 
the Book of Fashion.’ 

“This ‘Book of Fashion’ was to be 
of plaster of paris or papier mache. 
Its job was to be the central idea of 
the display windows. After a se- 
ries of sessions with artists, sculp- 
tors, die makers and the lithograph- 
ers, and finally our display man, the 
finished product was in the windows, 
attracting more attention than our 
most sanguine hopes had conceived. 
Many other unique figures followed 
this one in due time.” 

By making these units in lots of a 
hundred at a time, they cost the 
house only $25 each. After the fig- 
ures have served their purpose in 





by HARRY R. TERHUNE, Fiecp €p:Tor, 


New York, some of the biggest mer- 
chants in other cities found it to 
their advantage to pay the Adler 
Shoe Co. $20 for one of these unique 
figures, as it would have cost these 
merchants at least $300 to make a 
single unit. 
* * * 


Inexpensive Art Work 
and Effective 


Oxfords 


A Feature at Winkelmans 





Winkelman 


47: FIFTH AVENUE 
4oth-410t Streets 








This advertisement of 
Winkelman, New York City, 
could be imitated effective- 
ly in almost any print shop 
by the use of heavy black 
rules placed in the posi- 
tions shown above. If the 
rules are placed top to top, 
they will print almost solid 
black with only a very fine 
hairline of white space be- 
tween them. The design 
above was hand-drawn, of 
course. 





Changing Inventory 


Value 


ORCESTER, MASS.—The au- 

tomatic way of changing the 
inventory cost of merchandise so as 
to assure a fair valuation, as prac- 
ticed by the Walk-Over store, is 
worth repeating. 

Working on the known basis that 
values steadily decrease, an arbitrary 
markdown is taken each _ three 
months. For the first quarter, all 
odd and short lines which have been 
on the shelves for that period are 
corralled in one section. Their seg- 
regation is completed by sticking a 
small letter “D” label on the face of 
the carton under the stock number. 
The costs of all these shoes are then 
averaged. Usually this figure is in 
the vicinity of $5. All the original 
stock numbers are left on the boxes, 
so identification may be quickly 
made, yet the kinds of shoes, as con- 
sidered in a general way, such as tan 
oxfords, etc., are all sized in to- 
gether. 

A “W” in front of the “D” repre- 
sents the women’s shoes. 

For the second quarter, all the 
“D” shoes remaining are changed to 
the “E” class, whose cost is set at 
$3 a pair. What are then left at the 
commencement of the third period 
are reclassed as “F” at a cost of $1. 
It is quite obvious that strenuous 
efforts are being continually made 
to keep shoes out of the markdown 
classes, for these markdowns cer- 
tainly do hurt the profit average. 
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He Dates Each Season’s 
Buying 

LMIRA, N. Y.—Banks do not 

put men on their boards of di- 
rectors or shoe associations elect 
their presidents just for the sake of 
putting the collar on a willing horse 
unless said men have something on 
the ball. The following is one little 
instance showing the workings of 
the keen mind of Burt J. Gosper of 
Elmira, N. Y.: 

He figures it is better to have his 
buying mistakes staring him in the 
face all the while as a sort of a 
perpetual reminder, than to have 
these errors tucked away in some 
easily forgotten place. With this 

end in view, a system of definitely 
dating each season’s buying was in- 
augurated. This is being done in 
an almost absurdly simple fashion, 
too, by just adding a key letter to 
the lining numbers of each line and 
the stamping of the same key num- 
ber plainly on the outside of the 
carton. 

Goods arriving in the store be- 
tween Jan. 1, 1927, and July 1, 1927, 
would have A as a key number; 
from July 1, 1927, to Jan. 1, 1928, 
would have B, and so on. 

On the staple shoes that are being 
constantly re-sized, the older stock 
is easily spotted by this means. 
Then, at inventory time or at any 
other time for that matter, a survey 
of the stock will show the number 
of old shoes and vintage of the stock 
as a whole. So many good points 
are incorporated in this system that 
it would take a page to tell them, but 
here is the idea boiled down. 

One other good “pass -it-on” 
brought out in the talk with Mr. 
Gosper has to do with a trip he 
takes every day. This is the sort of 
a trip which will repay any mer- 
chant to take. It may result in the 
spending of some money, in more 
work for the window man, in a 
changing of the buying methods, 
but if taken seriously it will more 
than pay for the effort spent. This 
trip is made early in the morning 
before the trade starts to be heavy 
and is made from the inside of the 
store to the curbstone on the out- 
side. Its real worth lies in the power 
to make constructive criticism of 
one’s own institution. This thought 
is uppermost, “Are the windows at- 
tractive enough to stop me, as an 
ordinary passer-by, and to cause 
me to desire the displayed merchan- 
dise strongly enough to enter the 
store and purchase; and is the en- 
tire outside pleasing to the eye and 
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sufficiently different from the aver- 
age run of stores?” 

Unexpected comments from 
friendly, passing business men often 


‘Merchant and Salesman in 
Same Boat 





result in good ideas. 


* * * 


A School Counsellor for 


Boys 














What Will Your Boy Need? 


j= what all the other boys 
are wearing. Let our School 












soled epert and play chees, rok: 
bers and cunbienen wellas a 
complete selection of hosiery. 


THAYER McNEIL 


47 TEMPLE PLACE 
15 WEST STREET 








Thayer McNeil of Boston 
used this advertisement to 
educate mothers to depend 
on the advice of _ their 
school counsellor when out- 
fitting the growing boy. 


* * 


Fit 85%—Style 15% 
TICA, N. Y.—‘Eighty-five per 
cent of selling shoes lies in fit- 

ting,” says James Branigan of the 
Walk Over Boot Shop, “and the re- 
maining 15 per cent will be remem- 
bered by the customer much longer 
than 85 per cent style and 15 per 
cent fit. Tired, aching feet are not 
going to leave pleasant memories in 
a customer’s mind. A pair of shoes 
that are comfortable and easy to 
walk in will bring the customer back 
to the store, time and time again. 
This is business building on a firm, 
rock foundation, one which will suc- 
cessfully withstand the shocks, vicis- 
situdes and vagrancies of business 
life. It is also necessary for the 
person selling shoes to know the 
anatomy and mechanics of the hu- 
man foot, for if he does not, how is 
he qualified and how can he properly 
advise the right type of footwear for 
the various feet of his customers?” 


7 


EW YORK CITY—E. V. 
Shaw, salesman at the Stet- 
son Shops, Inc., 143 Broadway, says: 
“Dissatisfaction and dissension can 
ruin the prestige of the best shop in 
the country in short order. The boss 
and the salesman are in the same 
boat. They must work together for 
their mutual profit. The correct serv- 
ing of the customer is their joint 
field of action, the aim of all of their 
cooperating, and where their coop- 
erating must show results. I favor 
store meetings; I want to respect the 
boss, and I want him to respect me; 
I want his confidence and apprecia- 
tion in return for my conscientious 
service to the public and to him.” 


Two Selling Prices, Only 


IAMA, FLA.—Charles K. 
Sheben, proprietor of The 
Standard Shoe Co., features his ho- 
siery department right up front, 
with stockings for the whole family. 
He displays hosiery in his windows 
on special fixtures, and caters to 
those customers who want to buy at 
popular prices. He is concentrat- 
ing on his grades, limiting them to 
only two in his women’s lines— 
those which he retails at $11 and 
$1.95 the pair; in men’s lines, a 50 
cent and a dollar seller; in children’s, 
25 cents’ and 50 cents’ sellers. He 
has adhered to those prices for a long 
time, and finds that it pays him to 
maintain these established prices. He 
says that the stockingless-fad “hit” 
Miami this summer, some of the un- 
stockinged damsels sporting hand- 
painted butterflies on their legs. 
* 


* * 


Models Help Shoe Buyer 


OS ANGELES, CAL.—The buy- 
ing department of Gude’s, Inc., 
in their Broadway store has a model- 
ing platform and a skylight under 
which all shoes are inspected. In 
this department a sample of every 
shoe in the house is carried. Accord- 
ing to Mr. Mashburn, this system 
prevents not only duplications but 
eliminates similarity of patterns 
and conflictions of lines. All em- 
ployees of the company are given a 
rest period of 15 minutes each morn- 
ing and afternoon. This time is be- 
fore 11 a. m. and after 3 p. m. 
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First Find Out whar 
People Want 


The Big Secret, as Practised by the Grant Chain, 
Is to Fill an Existing Demand Rather 
Than Try to Create New Desires 


ILLIAM T. GRANT gave up 

his position as manager of 

the shoe department in Almy, 
Bigelow & Washburn’s department 
store in Salem in 1906, when he was 
30 years old. He started a store on 
a new idea of service and economy, 
and hung out a sign bearing his own 
name over the door of that store. 
Now he is head of the W. T. Grant 
Company, chain of 200 stores, em- 
ploying thousands of people and 
doing a business of nearly sixty 
million dollars this year. 

It looks as if there might be ro- 
mance in this achievement, a sort 
of an Oliver Optic story, such as— 
lingers in the mind as a fond re- 
membrance of our boyhood days. 
And there is the romance of finding 
out what people want and then see- 
ing how perfectly that want can be 
filled. ‘ 

Writing in the current number of 
The Nation’s Business, Mr. Grant 
says: 

“There is no patent on service. It is common to all, 
but before distribution takes on its final form, indepen- 
dent and chain stores must alike give more and more 
—and yet more service. It must be intelligent service 
—service that the consumer really wants. Then it is 
time to think of profits.” 

Mr. Grant secured his merchandising wisdom in the 
school of experience. He has all faith in that school. 
“Experience is not only the best teacher,” says he, “but 
it is the only teacher whose lessons burn home into 
mind and memory.” He frequently chooses for his 
stores, among young men who wish to learn the busi- 
ness, those who have shown they could earn their own 
living even while in college. 

He started that way himself. His first regular em- 
ployment was in Houghton & Dutton’s store in Boston. 
He tried a variety of employments from time to time. 
He says he was hired and fired more times than he likes 
to think. Just before he started on his present career, 
he declined to accept a position with a big concern that 
offered him a handsome salary. He wanted to try out 


W.T.GRANT 


He argues that stock simplification 

leads to better quality merchandise 

and that the easiest way to achieve 

success in retailing is to sell people 
what they want 


his own ideas and in his own way. 

Watching the shoppers with one 
eye, and the stock with the other was 
the way that Mr. Grant got his ideas 
when he was operating the shoe de- 
partment in the Almy, Bigelow & 
Washburns store. Evenings, after 
the day’s work was done, he joined 
with “The Hall Room Boys” at the 
Y. M. C. A., young fellows like him- 
self, clerks in stores, students and 
the like. They talked over their ex- 
perience of each day, and their hopes 
for the future. They passed judg- 
ment on men and events according 
to their wisdom. 

Mr. Grant started early to adven- 
ture in merchandising. He even 
tried boxing matches, as a promoter. 
When he was running the shoe de- 
partment in Salem he tried out idea 
after idea for increasing the volume 
of sales, as well as to cut down the 
costs of handling heavy stocks, of 
many styles and sizes. He succeeded. 

It might have happened that he 
would have continued with shoes, for he was deeply 
interested in footwear, did it not happen that the firm 
asked him to take charge of some other departments, 
such as jewelry, women’s neckwear, toilet requisites, 
leather goods, and other accessory lines. 


NE day, while studying the customers, he noticed 
that while a woman spent an hour buying a pair of 
shoes, she walked over to the jewelry counter, picked 
up a pin, and bought it without hesitation, the entire 
transaction requiring scarcely more than a minute. 
Later he noticed that this jewelry counter paid a profit 
much larger than did the shoe department. Yet it 
took up floor space scarcely larger than a shoe case, 
and employed but one clerk, while the shoe department 
required a lot of space, and employed a number of 
clerks, to say nothing of a great difference in invest- 
ment. 
This started him to thinking, and from his thinking 
he evolved two fundamental ideas in merchandising, 
somewhat new at the time, but of major importance 
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these days. One was that stocks must be simplified. 
The other was that the customer must be pleased. 
Today the Grant stores are operated according to 
Herbert Hoover’s ideas of standardization of merchan- 
dise and mark a distinct step forward in the methods 
of distribution. Says Mr. Grant, “We encourage our 
manufacturers to standardize their products into a few 
best sellers, and to make these products so much better 
than the others that our customers will automatically 
prefer them. We have style in our merchandise, too. 
“After all, the great body of American people are 
shrewd buyers and can understand that if we carried 
ten different styles of paring knives we would have 
tied up too much money in our stock, and could not 
serve them as we could by selecting the three best 
knives and carrying them at an attractive price.” 


R. GRANT explains that if his store buys a cer- 

tain amount of merchandise from a manufac- 
turer in one season it endeavors to offer him one large 
order the next season so that the manufacturer may im- 
prove the quality and maintain the price. Naturally, 
the manufacturer is pleased to do so. Hence improve- 
ment in merchandise is constantly going on, more cus- 
tomers are pleased and even bigger orders pour into the 
manufacturer. 

“The beauty of such negotiations,” Mr. Grant ex- 
plains, “is that it works to the good of all concerned— 
the manufacturer, the store, and the customer. Instead 
of squeezing the manufacturer, the chain store buyer 
is in a position to help the manufacturer by cooperat- 
ing with him with large orders, at a time that is agree- 
able to the manufacturer.” 

The average American man, or woman, is fair minded, 
argues Mr. Grant, and deserves fair treatment. 

“We sell what people want,” says Mr. Grant in ex- 
plaining his policy of service. ‘We don’t try to create 
desires to buy what they do not want. The successful 
merchant in any line has this broad stream of public 
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need to go through to get to the other side where profits 
are. 

“The service idea has been kidded a lot, often justly. 
If it is not an end in itself, it is certainly not an ideal. 

“The merchant who sees as his job only getting a lot 
of dollars out of a community is likely to be akin to a 
burglar.” 

For proof that this spirit of service does get results 
there is this record. When Mr. Grant opened his fine 
new store on Washington Street in Boston, the police 
had to rope off the sidewalk to keep the crowd of shop- 
pers under control. Soon after the doors were opened, 
out from the jam of humanity came two women loaded 
with bundles like Santa Claus at Christmas time. They 
piled their goods in a waiting taxi, and drove home as 
proud as conquerors. The customers at Mr. Grant’s 
stores have learned to serve themselves. 

Mr. Grant says, “The reason our company has been 
successful is that we have always tried to give better 
value to our customers, and have actually done it. Our 
efforts are always toward the welfare of the customer.” 


E also says that the margin of profit of chain 
stores ranges from 4 to 12 per cent and adds that 
some think that it will shrink. He looks for an over 
expansion in chain stores, but out of this unhealthy 
condition will come a stronger chain of stores managed 
by men of greater ability than those of the present. 
“Every fresh crop of young men I run across seems to 
me to look better than the last,” he comments. He plans 
his business to build up men, as well as methods. 
“Attempts to curtail chain store service by running 
to the legislature to have them unjustly taxed are 
foolish. If a father wants his son to excel at school, he 
does not run to the authorities to get them to give his 
neighbor’s boy only half a chance. Instead, he works 
like the dickens to give his own son every opportunity 
he can win for him.” 
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SKILL of Hand and Brain 


[CONTINUED FROM PAGE 35] 


while a sole that is dry resists the shoemaker, even to 
the point of cracking. So important is the presence 
of moisture that the shoes, during certain stages of their 
manufacturer, are carried through conditioning cabi- 
nets, which ‘regulate the amount of moisture in them. 

Next, we shall step over to the upper leather depart- 
ment, which is as spic and span as the diamond counter 
in a jeweler’s store, for cleanliness and order are the 
first essentials in the art of shoemaking. Leathers are 
far too fine, and to beautiful of color, to be crudely 
handled. 

John Jones knew that the stock is sorted for grain 
and color, as well as weight, but he was not aware of 
the fact that the weight, or thickness of skin, which is 
measured to the one-hundredth part of an inch, is a 
factor in the making of styles. And he gairied some 
additional information about the stretch of shoes, for 
he learned that if a leather stretches too much its grain 
opens up, and distorts its color. He was already aware 
of the fact that if leather is too stretchy, the shoe soon 
loses its shape, but he did not know that Crispin inserts 
strong and slender tapes to prevent his shoes from 
stretching too much, as well as to reinforce the seams. 

Crispin cuts many of his uppers with a clicking ma- 
chine, and as the metal dies of this machine are always 
of the same shape and dimension, the vamps and quart- 
ers, as they are cut, are as uniform as new dollars fresh 
from the mint. The pattern maker works to a dimen- 
sion as fine as 1/100 of an inch and the shoemaker is 
expected to follow his standard. 

John Jones next spends a few minutes in the stitch- 
ing rooms. Here are batteries of delicate machines, 
tuned up like a racing automobile, so that they take 
exactly so many stitches to the inch, and maintain 
exactly the same tension in each stitch. Crispin hands 
Jones a magnifying glass so he may see what he means 
by level stitthing. Each stitch on the seams, as magni- 
fied by the glass, rises uniformly above the leather, 
making a row as exact as one dime after another in a 


CrenD 


row of coins. If those stitches showed one stitch high, 
and the other stitch low, and the third betwixt and 
between Crispin would send for a service man to tune 
up the machine. 

In the lasting room Jones notices that the leather of 
the upper is brought down to the wood of the last as 
smoothly as a coat of paint laid on by the brush of a 
skillful painter. Crispin told him that this is the basic 
means by which is attained, fine style in footwear, for 
the body shape of the shoe must be correct. 


Mb dpeens surprises awaited him in the bottoming 
room. Here he found the shoemakers molding 
the soles in presses, which formed them to the shape of 
the sole of the last so that they would fit to the last like 
one layer to another in an onion. To make sure that the 
insole will hold securely while being stitched, Crispin 
fastens it in place with cement. So, when his stitchers 
sew it, they sew it to shape exactly, for there is no 
chance that the outsole will spring away from the last, 
and buckle and distort the shoe. The sewing is done 
with a machine that runs at the amazing speed of 1000 
stitches a minute, and takes each stitch with mechanical 
precision. It employs the smallest needle, and the finest, 
and yet the strongest thread, that ever was used in the 
making of shoes. It sews a tight seam, and a tight 
seam holds the bottom of the shoe to its shape, as de- 
signed by the last maker. Furthermore, a strong tight 
seam makes the shoe wear longer than would be the case 
were the seam otherwise sewn. 

Jones viewed with open eyes the method of attaching 
wooden heels by means of a screw through a slot in the 
heel of the last, so that each heel is properly pitched. 
He saw the inspectors examine each shoe from top lift 
to top facing, and from tip to back stay, and add any 
touches that might perfect the detail of the shoe, and 
make it a work of art, a thing of beauty, and a joy to 
the buyer and the wearer. 





“Prevent Mark-Down S! 


“The prevention of mark downs begins at the buy- 
ing and should be followed up with good stock 
keeping. First, do not buy conflicting lines nor the 


S ‘tre MOOREHEAD of Quincy, Mass., says: 


same style from different makers. Proper sizes should 
be bought for each style, bearing in mind the charac- 
teristic fitting qualities of each last. A record of the 
sizes sold the past seasons coupled with experience, 
should guide the buying for the next season. Buying 
the same sizes for all the different shapes is found to 
cause left-over odds. A study of sizes sold will show 
how different the low heels sell from the high heels, 
how different an opera pump will sell when compared 
to a strap model. Even men’s custom toes will sell in 
entirely different range than the brogue type. 


“Size sheets of the entire stock should be taken off at 
least once a month, while on the very active lines once 
a week.- These sheets will bear careful study. If a cer- 
tain line is badly broken, it should be shifted near to a 
similar style wherever the sizes are still good. Any 
line that is in stock a month and of which 20. per cent 
has not been sold should be re-marked with red ink. 
Then if the salesforce is given an extra three or five 
per cent as an inducement to push them, the shoes will 
not stay long on the shelves. Best returns are got if 
the red ink money is paid each week, during the middle 
of the week, and so not considered as part of the salary. 
I am sure those stores following the ‘No Sale’ policy 
can get an idea out of the above that will aid them in 
keeping their shelves clean.” 
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Lawro Calf 


SELLS SHOES 


Many successful makers of men’s shoes standardize on 
Lawro Calf because it is dependably uniform in quality; 
because it is “the Best Worked-out Men’s Weight Calf- 
skin in the Market,” and because it does sell shoes. 


Lawro Calf is the exclusive product of an entire tannery. 
There this fine aniline leather is chrome tanned to a 
handsome full-grained finish by experts using special 
processes. In rich black and three shades of brown, it 
gives to well-made shoes the distinction and quality that 


make men want to wear them. 


Compare Lawro with any Calfskin you know! 


LAWRENCE 
RELIABLE 
LEATHERS 
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Shown below are I.T.S. 
Super-Quality French. 
Very thin Cured stiff in 
all colors to finish on ma- 
chine edge trimmer. Alse 
men’s 1.7.8. Super-Quality 
Rubber Heet. 














and it’s I. T. S. 


EASON enough for that contagious smile. You see she 

loves nice things. Pretty clothes, sheer silk hose, and neat, 
trim tight fitting heels on her shoes. “Heels,” she says, “are a 
very important part of any costume. Nothing less than I.T.S. 
Super-Quality fits so perfectly, looks so well, feels so com- 
fortable, or wears so long.” 


Most of your customers have the same idea. A good way to 
be sure of their continuous patronage is to be an I.T.S. Super 
Quality specialist yourself. Talk to your jobber today 


The I.T.S. Co., Elyria, Ohio 
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The Domestic Line 
of GOLO 
Complete assortments IN STOCK 
AT INDUCING PRICES 


A complete line 
of soft sole 
leather slippers 
in all the fav- 
ored grains and 
colors. 



























The popular soft 
soled, Kid D’Orsay 
with satin lining 
and quilted sock. 

In Copen, Red, 
Jade and Patent 
with colored lin- 
ings. 


































A full line of satin 
boudoirs in square 
and diamond quilt; 
soft or hard soles. 


Padded, satin covered heels, or 
new process painted heels to 
match, as shown. 


GOLO SLIPPER COMPANY 


129 DUANE ST. NEW YORK 
Branch Sales Office: 1634-5 Republic Bldg., Chicago, IIl. 
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See the Hoffert 
Ballet Slipper |), 
with the new 
Korry Krome 
sole. 





Culture and Education 


ARENTS are enrolling their children in 

dancing schools in your city. Lessons call 
for dancing footgear. For years we have sup- 
plied teachers and pupils with the Hoffert 
Italian Toe Dancing and Ballet Slippers by 
mail. If there is one school near you, the vol- 
ume is large enough to be profitable to you. 
Exclusive agencies appointed. Write for details 
about your town. 


Chicago Theatrical Shoe Co. 
209 So. State Street, Chicago, U. S. A. 


Big Fall Trade coming on. 
Write today for details of 


XCLUSIVE AGENCY 











A 








THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has devel- 
oped a great 
vogue with 
really smart 
people. Ours 
are English 
made—directly 
imported and 
made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 
B1788—Men’s Tan; Widths C and D; 6 to 11 
$8.00. 
B1790—Women’s Tan; Widths C and D; 3 to 8 
$7.50 
B1798—Women’s Black; Width C only; 3 to 8 
$7.50 


COLT CROMWELL CO., Inc. 


1239 Broadway New York City 





B 1788 








Catalog of imported riding, field and hunting boots, 
riding jes and p upon request. 
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McKinlock Memorial Campus 
Northwestern University, Chicago, Ill. 


IN STOCK 


A to D Widths 


$4.00 


In Tan Calf—Style No. 63 
In Black Calf—Style No. 163 
Brute Last—Single Sole 
Wide Flange Leather Heel 
Extension Heel Seat 
Owl’s Eye Steel Heel Plate 
Natural Calf Quarter Lining 


The above cut of style 63-163 shows a straight tip. 
This style is carried In Stock with a short wing tip 
which gives it even more of a ‘‘collegiately’’ swagger 
effect. 


MARION SHOE COMPANY 


MARION INDIANA 














= Evangeline 


American Beauty 
Crumbs of Comfort 
Davis New Process 

FITZU 
(Arch Support) 


Improved Cushion 
Sole Shoes 


(Dr. A, Reed, Patentee) 



























HAT you may have a 
wide range of choice, bet- 
ter fitting service, rapid 
turnover and no “tie-up” of 
money in duplication of 
brands, we suggest you con- 


centrate your buying of popu- - 


lar-priced women’s footwear 
in the Berry line where over 
one hundred and thirty styles 
are carried in stock for imme- 
diate shipment. Send for 
stock catalog. 


186 Lincoln St., Boston, Mass. 
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Backing Up The Merchant 


Stock No. 7697 


Patent 1 Strap 
Same Style 


Blk. Kid Stock 7695 
Fitzu Arch Support 
AA to D 


$4.00 


A. H. BERRY SHOE CORP. 


Portland, Maine 













in SR, 
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on the 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Sell More Men’s Shoes 
Through Better Foot Fitting 


By Frank D. Mullin, Pacific Coast and Hawaiian Shoe 
Salesman for Lewis A. Crossett, North Abington, Mass. 


!—To increase the sale of men’s shoes, I would suggest 
the following rules: 


1.—When a shoe traveler sells a merchant, employing 
one or more retail salesmen, a “get-together” of 
merchant, salesforce, and traveling shoe salesman, 
should take place, and the new line, its style, its 
construction, its materials, and its adaptability to 
certain occasions, thoroughly explained ; the subject 
of fitting should be emphasized. 

2.—Good fitting prevents returns and makes “repeat” 
business. 

3.—Tell retail shoe salesmen to show the customer, no 
matter how poorly dressed he may be, the highest- 
priced shoe first. It is easier to come down the price 
scale than to come up. The teamster oft buys the 





A real shoe activity centers around St. 
Petersburg. W. L. Tillinghast, (at 
the left), a prominent shoe merchant 
of St. Petersburg, has been made presi- 
dent of the Chamber of Commerce, and 
William L. Haynes of St. Petersburg 
(at the right), has become salesman 
for the Conrad Shoe Company of Brock- 
ton in Florida and parts of Alabama. 
Here we have two men, lifelong friends, 
one a merchant and one a traveler, both 
residents of St. Petersburg, and both 
owners of property there. William L. 
Haynes will soon visit every shoe mer- 
chant in Florida with his new line of 
men’s welts made by the Conrad Shoe 


highest-priced, quality shoes. 


4.—Don’t be “a few-dozens-from-everybody” buyer— 
it increases the odds and ends problem. 


5.—The average shoe merchant can make more money 
with three or four lines of men’s shoes, to re- 
tail at $5, $7.50, $10 and $14 or $15, than with 
wenty-four lines at these and other prices. 








RTHUR SHAW, who formerly 

traveled the Western and North- 
western territory for many years for 
John Hanan & Son, recently joined the 
salesforce of The Stetson Shoe Co., and 
will cover the South for this concern. 
He will make his headquarters in 
Texas. Mr. Shaw is one of the “high- 
grades” among the shoe traveling fra- 
ternity.. He sells the best trade; is a 
man of broad vision and knows thor- 
oughly the requirements of his custom- 
ers. He is an enthusiast on golf; is a 
good “mixer” and is looking forward 
with much pleasure to the social side 
of life in “The Lone Star State.” 





TH semi-annual style conference 
of the Charles A. Eaton Co. of 
Brockton, Mass., was held in Columbus, 
Sept. 25 and 26. Those present were 
E. E. Doane, vice-president and sales 
manager; J. J. Kaltenbrun, salesman 
for Ohio and Indiana, and 








Reichel of Chicago, who covers Illinois 
and Michigan. These men have been 
meeting twice yearly for style discus- 
sion at Columbus, where Mr. Kalten- 
brun resides. It is announced that 
black calf will be stressed for the pres- 
ent season. There is a noticeable in- 
crease in the demand for black and tan 
Scotch grains and the company expects 
a good trade in that line during the 
winter season. There is also a demand 
for genuine alligator in both black and 
tan and salesmen are carrying that line 
for immediate delivery. Styles for 
spring will be largely of the sport va- 
riety with black calf and white buck 
and tan calf and white buck with 
leather soles predominating. Another 
feature of the spring line will be 
smoked elk and tan combinations with 
composition soles. Toes are medium 
wide and more conservative styles will 
be cited for spring; light weights will 
be pushed more than ever before.— 
(UTPS). 


Company. 


quarters will be at St. Petersburg 


R. McNIERNEY represents Lape & 
¢ Adler Co. on the Pacific Coast. He 
reports a good business. 








Insurance Premiums 


Over-Due 


Boston.—All semi-annual pre- 
miums on N. §S. T. A. group life 
insurance policies were due Oct. 1, 
and although 30 days of extension 
are allowed by all insurance com- 
panies, nevertheless neglect to 
pay on date specified causes se- 
rious errors. If premiums are not 
paid at the end of 30 days. can- 
cellations take place, and when a 
policy of a former member over 
55 has lapsed, reinstatement can- 
not take place. 

To answer an oft-asked ques- 
tion—a_ policyholder who has 
ceased to be a shoe traveler may 
continue, despite his age or his 
calling, to participate in this 
$1,000 group N. S. T. A. insur- 
ance feature, provided he pays 
= semi-annual premiums when 
ue. 








When off the road, his head- 
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29 Men’s In-Stock 





ipso! proven sales values. 
A) 
(r H Same numbers AAA to EE inch. 





SALES—TURNOVER 
Mor 


12 WOMEN’S ALSO IN-STOCK 












No. 2126 
GENUINE KANGAROO 


HIGH AND LOW 
also Tan and Black Russia 
Bal. and Blu.—High 
Lace and Blucher—Oxford 


























TIMESAVERS 
“Because They Fit” 


Selected by dealers from their active numbers which assures 


~READY ™ SELLING & 


L CAPITAL INVESTED 
PROFIT—PRESTIGE €SS_ LOST SALES anp WORRY 








NEW CATALOG 


Will Be Sent Upon 
Request 


NEW AGENCY 
PLAN 


We Call it the 
SUCCESS PLAN 


Because It Was Built 
Upon the Suggestions 
of Our Ablest Agencies 


IT WILL PAY YOU 
TO INVESTIGATE 


WRITE TODAY 
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HURLEY SHOE Co. 


ROCKLAND, MASS. 
“ASK THE MAN WHO WEARS THEM” 




































































October 18, 1928 


E. Harvey 


wes a full line of samples carefully 
selected from the lines of twelve 
leading manufacturers; with a complete 
merchandising and selling plan for in- 
dependent dealers, including samples of 
advertising—style booklets, newspaper 
advertisements, signs, etc.—all designed 
to help retail shoe merchants increase 
their volume, Footwear Guild, Inc., is 
rapidly getting under full sail. George 
B. Hendrick, managing director of the 
Guild, “points with pride” to such mem- 
bers of his new staff as are shown here- 
with and says that if personnel is a 
factor in success, the Guild must suc- 
ceed. J. E. Harvey was formerly man- 

ager of Parker-Holmes Shoe Co. and as- 
sistant sales manager of W. L. Douglas 

Shoe Co.; Arnold Bamberger is well 

known throughout the East as a keen 

merchandiser; Thomas Furlong was for- 
merly associated with Lewis A. Cros- 

sett; Emanuel Martines is known 

throughout the shoe industry for his 

activity with N. S. R. A. campaign on 

men’s shoes; Phillip Mayo was formerly 

of Tolman Print, Inc., specialists in shoe 

advertising. During the first week that 

the Guild’s field counsellors met retail 

merchants, over a score of the leading 

shoe merchants in the East signed ap- 

plications for the Footwear Guild fran- 

chise in their respective communities. 

Each day now sees additional members, 

and the high standing of these mer- 

chants, according to Mr. Hendrick, 

would seem to foremast early and large 

success for the Guild. 





| Py RICKARD, who represents E. 

P. Reed & Co. on the Pacific Coast, 
reports that he anticipates a good busi- 
ness ahead for fall and winter. 





YLVAN BAER, 
one of the 
younger genera- 


tion of shoemen, 
represents the Rob- 
erts, Johnson & 
Rand branch of the 
International Shoe 
Co. on the Pacific 


Coast. Mr. Baer 
assists Cliff Haw- 
kins. Their head- 


quarters are at 
room 429 Pacific 
Building, San 
Francisco. Mr. 
Baer is known as a hard worker and a 
shoe salesman who has a real future 
ahead of him. He started in the retail 
shoe store end of the industry four 
years ago, and after a year and a half 
of distribution to the public decided 
a he would rather sell to the mer- 
chant. 





Sylvan Baer 


Arnold Bamberger E. 
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HE Excelsior Shoe Co. held its 

semi-annual salesmen’s conference 
at the Portsmouth, Ohio, factory dur- 
ing the four days ending Sept. 27. The 
company officials are working on a new 
selling plan to aid in the marketing of 
the various lines produced by the com- 
pany. The following officials and sales- 
men attended the conference: L. E. 
Bingell, J. R. Williams, A. B. Crissman, 
W. E. Hinesly, H. W. Springs J. F. 
Davis, Ben Teasdale, J. B. Schwartz, 
G. B. Handley, D. C. Williams, zone 
Wasserberger, S. P. Hoover, G. : 
Smith, M. L. Clark, C. A. Dean, B. H. 
Reynolds, J. H. Seiler and W. H. Witt. 
—(UTPS) 





HE Hood Rubber Products Co., Inc., 

has recently opened a stock depot 
at 11-15 Worthington Street, opposite 
the bus terminal, Springfield, Mass., to 
serve the trade of this section and of 
Western Massachusetts, as well as Con- 
necticut and Southern Vermont—possi- 
bly New York State. This stock depot 
will be controlled by the Boston branch. 





N.S.T.A. Meet Jan. 4-6 
at Chicago 


Boston.—T. A. Delany, Secre- 
tary of the N.S. T. A., announces 
the dates of the N. S. T. A. 
“meet” as January 4-6, and the 
place the Hotel Stevens, Chicago. 
These dates occurring just prior 
to those of the N. S. R. A. con- 
vention of January 7-10, have 
been arranged for the greater 
convenience of shoe traveler dele- 
gates who may wish to attend 
the N. S. R. A. “get-together.” 
Thus can all shoe travelers, and 
other members of the trade have 
ample time in advance to arrange 
their booths, and samples for the 
N. S. R. A. shoe convention and 
style show, and take advantage 
of the reduction in railroad rates, 
which will be effective in advance 
of the N. S. T. A. “meet.” The 
fact that both conventions are 
held under the same roof will 
also make for better co-ordina- 
tion of efforts. The N. S. T. A. 
Secretary states that the mem- 
bers of his association heartily ap- 
preciate the splendid cooperative 
spirit existing between the manu- 
facturer, the traveler and the 
merchant, and wish to do every- 
thing possible in this instance, as 
in the past, to show their appre- 
ciation and to facilitate the work- 
ings of the N. S. R. A. 1929 con- 
vention. 















57 





Phillip Mayo Thos. Furlong 


Robert Earle, formerly connected with 
the Boston branch as inside salesman, 
is now in charge of the new stock de- 
partment in Springfield, with two sales- 
men on the territory, namely, Charles 
Sherman and Mark C. Newton. Mr. 
Sherman covers Massachusetts and Ver- 
mont; Mr. Newton covers Connecticut 
and part of Massachusetts. The new 
stock department depot will main- 
tain a complete stock on all of the items 
of the Hood Rubber Products Co., Inc., 
and will be replenished from the fac- 
tory, as well as from the Boston branch. 





ATHANIEL ADAMS of Newton- 

ville, Mass., veteran shoe traveler, 
who for the past two years represented 
the Ground Gripper Shoe Co as “a free 
lance” the country over, died very sud- 
denly on the gy of Oct. 2, in the 
Andrew Jackson otel, Nashville, 
Tenn. Mr. Adams was 63 years of age. 
He formerly for many years sold the 
La France line of the late Williams, 
Clark & Co. He was one of the best 
known men traveling out of the Bos- 
ton market, and leaves a wide circle 
od friends in the trade to mourn his 
oss. 





ACK WINKLER, house salesman 

for Hamilton-Brown Shoe Co., re- 
ports sales unusually heavy for this 
season of the year. Black patent, says 
Jack, has been most active in the style 
field. Suedes in brown and black have 
had an active week, with brown making 
the best showing. An interesting com- 
ment is that merchants are inclining 
toward narrower toes with slightly 
longer vamps. Business for September 
compares favorably with a year ago, 
said Winkler. 





Speaking without thinking is 
shooting without aim.—“Between 
Us.” 


BELTZ is 

* now repre- 
senting the Helm- 
holz Shoe Manu- 
facturing Co. of 
Milwaukee in Lou- 
isiana and Mis- 
sissippi territory. 
For the last three 
years he has rep- 
resented the Sim- 
plex Shoe Manu- 
facturing Co. of 
Milwaukee 
these States, 
lowing a_ similar 





Harvey Belts 


connection with the McElroy-Sloan 


Shoe Co. at St. Louis. 
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Merchants Offers 


for 
Immediate Delivery 


The Most Wanted 
Materials 
and 
Colors 


















Lola 
7 Blue pag Bas ee ge te 
urgundy Kid Vamp, Ooze Quarter. | 
Bottl 
ottie Green Kid Veenp, Oose Quarter MoneyMakersforNhoeDealers | 
$4.60 



















SPANS require little sales effort on the part 
of the shoe dealer. 


When a customer is buying opera pumps 
at your store, have a pair of SPANS 
handy. While she has on the slippers 

attach the SPANS. Their beauty 
| and utility instantly win her ap- 
proval. The sale is made. 


re 











Louise A big demand for these extend- j 
ah arma able instep straps is created by 
Spike—AA-C our effective advertising in 

Pia popular national magazines. | 
~—— Our price list and catalog 
Silver Kid Mule will be forwarded to you . 


Spike—AA-C promptly on request. 


SRANS 


Yor Smart Shoes ; 


B. A. BALLOU & CO., INC. L 
Providence, R. I. 
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For 


IMMEDIATE 
DELIVERY 


ELVET dresses are the 

Fashion hit of the 
season. Every woman will 
‘want a velvet gown. She'll 
need velvet shoes to match! 
Right on the heels of 
Fashion Menihan presents 
these 4 smart velvet 
numbers. 


Black Velvet, Blue Velvet, 
Brown Velvet, High Heels, 
Low Heels. Patterns that 
are extremely popular. 
Enough variety for you to 
put on an early season spe- 
ial selling feature of velvet 
shoes, Take as much as 
40% mark up if you like 
and the public gets ex- 
traordinary shoe values! 


Menihan is one of Amer- 
ica’s greatest producers of 
smart style shoes in quan- 
tity. Menihan models are 
found in successful shoe 
departments from coast to 
coast. 


These velvet shoes are bus- 
iness building, profit mak- 
ing numbers. They are all 
in stock, Shipment is made 
same day order is received. 


Use Menihan’s in-stock de- 


house. Keep your invest- 
ment down—your profits 
up—and your customers 
satisfied. 


Mail your order today! 
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STYLE SHOW 
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“Janet” - B-922 


Fancy-cut tie in velvet 
with Black Satin loops. 
Special process medium 
round toe. 22/8 Spike 
Heel. 

B-923 Same model with 
15/8 Spanish heel. 

To retail at $8.00 


$465 






















“Cricket” - B-980 


A charming Black Velvet 
front strap pump. Black 
Satin trimmed and silver 
piping. Special process 
medium round toe. 22/8 
Spike Heel. 


To retail at $8.50 
$4,75 


B-969 Brown Velvet, 
— baa 
and gold piping .$4.75 
‘B-956 Blue Velvet Blue 
Kid trim and pearl 
grey piping ...$4.85 















“Imp” - B-926 
Black velvet gore pump 
with tongue and tie. 
Special process medium 
round toe. 14/8 Cuban 


Heel. 
To retail in quantity at 
$7.00 


$450 


“Clare” - B-976 


Rich black velvet opera 
pump. Special process 
medium round toe with 
22/8 Spike Heel. 

B-970 in Brown Velvet. 


22/8 heel. 
B-962 in blue Velvet. 
22/8 heel. - 
Also W-918 in black Vel- 
vet with 14/8 Spanish 
Heel. 
To retail at $7.50 


$425 


———ae 
ABs A444 DABAAAALBALBAALALALLALLLALLLAL SA 
Sissar AAAS to 8, 444% 0 8, A 4 t08, B 34 00 5, ent 

3 to 8. 


Terms: Net 30 days. Twenty-five cents additional for orders 
of less than three pairs. 





4 AAA DAA AAA AA AAAM 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y. 





October 13, 1928 






















































Oe ee ees 




















i eh ah ete Pith 


Biles ade 








¢ 
| 























Shoe 


erchants 


In the Boor aND SHOE RECORDER 






CWS 











NATIONAL NEWS 


SATURDAY, OCTOBER 13, 1928 


EVERY WEEK 








Rhode Island Merchants Hold 
‘“Get-Together”’ in Providence 





Fifty-six Attend Walk- 
Over Store House 
Warming 


PROVIDENCE, R. I.—The Providence 
plan of merchant meetings points 
the way to the entire country’s use 
of a new convention plan. 

On Tuesday evening, Oct. 2, the 
merchants of Rhode Island, fifty-six 
in number, met at the new Walk- 
Over Shoe Store, in what was per- 
haps the most ideal form of mer- 
chant get-together. It was a house 
warming of the new Walk-Over 
store, and the host was Thomas J. 
Purvis. A chicken pie dinner was 
served in the new basement depart- 
ment, and the meeting was later held 
in the style salon in the rear of the 
new Walk-Over store. 

President George E. Pierce, offici- 
ated, and the attendance, if meas- 
ured on the ratio of Rhode Island’s 
size to other States in the Union, 
would indicate a revival of associa- 
tion interest by the Providence plan. 

There were three speakers, Fred- 
erick M. Snyder, press representative 
of the League of Nations at Geneva, 
who started life as a shoe clerk; Miss 
Frances Cross, customer contact expert 
for the Ault-Williamson Shoe Company 
of Auburn, Me., and previously style 
advisor to the feminine customers of 
Thayer McNeil Company, Boston, and 
Arthur D. Anderson, editor of the 
BooT AND SHOE RECORDER. 

Miss Cross spoke on the first contact 
with the customer, and how it may 
make an additional sale, or it may 
break the possibilities of a sale of 
shoes. Her studies of customer ap- 
proach and the first impressions that 
the woman customer gets when enter- 
ing a shoe store, helped to give every 
merchant present a clue that perhaps 
his store needs this attention to clerk 
department in the busy weeks ahead, 
leading up to the holiday season. 

Miss Cross had, during the day, 
made a study of customer approach in 
the shoe stores of Providence, and her 
experiences are here summarized: 

“T had the pleasure of spending the 
day in Providence, and out of twenty- 
eight of your stores, I have visited 
twenty-three, and I believe you would 








Add This to the 
Unusual 


Scene. Walk Over Store, Grand 
Rapids, Mich. 

Time, Noon one October day. 

Boss out to lunch. 

A phone call asks if store will 
accept a reverse charge from a 
city twenty-five miles away. Head 
clerk says O. K. 

Sweet voice asks if store has 
a white kid high heel strap pump 
size 8 AAAA. After a brief search 
S. V. is answered Yes. 

Response, “Hold them for me 
until tomorrow and I will come 


in.’ 
SHE DID. 











like to know what some of the greet- 
ings were which I received. 

“In one department store I was 
greeted by, ‘Well, what do you want?’ 
And in g smart shop a clerk rattled a 
piece of paper in front of me all the 
while we talked, and I soon became as 
rattled as the paper. 

“In one particular shop where they 
were having an opening, which I re- 
marked upon, I received this reply: 
‘You bet we are having an opening.’ 
In one smaller shop, where they carried 
medium priced shoes, I received a real 
‘Good morning’ from a_ courteous, 
sparkling-eyed clerk, and he made me 
feel at home right away. This was the 
only real greeting which I received all 
day, and it spurred me on to more 
shops. Several clerks only looked at 
my feet, and I don’t know how they 
ever reached my head. 

“In one of the larger shops a blank- 
expressioned clerk greeted me with 
‘Yes, mam,’ and I really felt sorry that 
I had taken him away from the morn- 
ing paper, where I knew he had been 
reading the baseball returns. 

“And now I know you are asking. 
‘Just what is the real greeting?’ I be- 
lieve a real heartfelt ‘Good morning,’ 
and then a pause when you can size 
up the customer, and she in turn starts 
to tell you her needs, is a very good 





one.” 
| 


New Redlands Department | 


REDLANDS, CaL.—Reid & Gair, Red- 
lands, Cal., retailers of men’s clothing 
and furnishings announce the opening 








of a shoe department featuring “Bos- 


tonian” shoes for men in a price range 
from $6.50 to $11. Friends of this 
enterprising California firm have re- 
ceived announcement cards decorated 
with a happy faced stork toting a cute 
kiddie typifying the new activity at the 
Redlands store. 





Specializing in Shoes 
for Athletic Girls 


Boston, Mass.—John F. Freeto Co. 
has opened a store in the Little Build- 
ing, 80 Boylston Street, where it 
makes a specialty of shoes for girl 
scouts, and other young folks of that 
class. It is an official distributor of 
Massachusetts Girl Scout shoes. It 
also deals in shoes for women, misses 
and children, said shoes being of the 
service class. It handles hosiery, too, 
featuring stockings for girls who par- 
ticipate in sports and pastimes, such 
as girls of the summer camps and 
schools of physical training. It handles 
sneakers for gymnasium practice, and 
camp fire shoes, too. It finds that the 
moccasin types are among its best sell- 
ers. Supplementing its store service, 
it has a mail order dupestmnent and its 
mail order department is sending shoes 
to Europe, to Latin America and even 
to China. The other day, the Freeto 
store sent 100 pairs of shoes to Alaska. 
The order came from the principal of 
a mission school. 





New Children’s Store 
Is First of a Chain 


SALEM, Mass.—“Sylvia’s,” the first 
of a chain of children’s shoe shops, has 
been opened at 181 Essex Street. 
Henry Wintswig is manager. The 
store feature “Sylvia’s” shoes, and car- 
ries some trade marked brands. 

The fittings are especially for chil- 
dren. The walls are painted with 
scenes from the circus. Here and 
there are catchy rhymes, such as de- 
light childish fancy. There are swings, 
and hobby horses, too. The chairs, of 
wicker, are of the juvenile size. The 
shelves are low, and the cartons are in 
fairy designs. “Red Riding Hood” is 
pictured on the wall. The floors are 
covered with soft rugs. When the 
store was opened, balloons and toys 
were distributed, and the youngsters 
flocked to it. 


New $3.50 Store 


Boston, Mass.—Marvins, a one-price 
$3.50 women’s shoe store, recently com- 
menced business here at 596 Washing- 
ton Street. 
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Vow Crstle a awe thetes Colours bs Apring 1929. 


AMBROSIA, Colour No. 950, a putty beige for. 
wear with neutral beiges and cool light colours. 


TAUPE FOX, Colour 92-N, a darker neutral 


beige for wear with darker shades of cool colours. 


BEACH TAN, Colour No. 910, a dark beige to 
blend with sunburned stockings and sunburned 
skins, 


NECTAR, Colour No. 630, a neutralized straw 
beige for wear with all yellow tinged colours. 


ORMOND, Colour No. 800, a pale sand, especi- 
ally smart for wear with pastels. 


MEERSCHAUM, Colour No. 650, for wear 


with off white and all resort costume colours. 


FRENCH BEIGE, Colour No. 901, a dark 
tawny beige, suitable for general Spring street 
wear. 


SUANEE, Colour No. 172, and 


CREOLE, Colour No. 3-N, staple browns, smart 
for wear with all spring costumes of beige, brown, 
or green. 


SERGE BLUE, Colour No. 1310, 

GROTTO BLUE, Colour No. 1300, 

ACAJOU, Colour No. 1400, and 

DRAGON VERT, Colour No. 1141, dark bright 


colours, for wear with printed costumes, to em- 
phasize one note of colour; as a contrast to neutral 
or pastel costumes; to match an individual cos- 
tume. 
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Many Alterations Being 
Made in Cleveland Shops 


CLEVELAND, OHIO (UTPS)—Cleve- 
land retail shoe dealers are busy 
brushing up their stores for a busy 
fall season. Among those undergoing 
alterations were the Stone Shoe Co. 
105th Street store where a _ white 
painted ceiling has replaced the old 
brown color. The windows are being 
all redecorated and finished in light 
tan to replace the former walnut back- 
ground. New lighting fixtures have 
been included. 

At the Allen shoe store, 10302 
Euclid Avenue, a crinkled tin foil back- 
ground has been installed in the dis- 
play windows to replace the red and 
gold drapes as formerly used. The 
new tin foil setting is in silver and red 
and lends more brilliance to the ex- 
hibits. A new carpet lends improve- 
ment to the interior of the store. 

The number of display window al- 
terations in Cleveland stores during 
the past year shows that merchants in 
this section are stressing the front 
exhibits more than ever before. Color 
tones are changed more frequently to 
meet the stock demands. 


Suede in the Lead 


CLEVELAND, OHIO (UTPS)—Brown 
and black suedes are taking the lead 
over patents in Cleveland, the first time 
that any other material has encroached 
on the patent’s staple lead in several 
years. Brown seems to be taking first 
place at. present with black in a close 
second. Blue kid had a good run here 
during the months of August and Sep- 
tember. Cuban heels are more popular 
than ever and calls are being made 
for the stylish modes hitherto accom- 
panying only the high heeled shoes. 
Satin is beginning to get a good play 
in Cleveland. 








Dyer New Manager 


ATLANTA, GA. (UTPS)—Announce- 
ment has just been made by H. M. 
Reeves, southern division supervisor of 
the Newark Shoe Stores Company, of 
the appointment of F. E. Dyer as man- 
ager for the Atlanta division of the 
company. Mr. Dyer will be stationed 
in Atlanta and will have charge of all 
Newark stores in this division. 

Mr. Reeves, in visiting Atlanta, was 
enthusiastic over the outlook for the 
coming fall season, stating that he 
found conditions in Atlanta exception- 
ally good and prospects bright for a 
banner year in this territory. 


New Men’s Dept. 


KNOXVILLE, TENN. (UTPS)—A shoe 
department exclusively for men has 
been opened by the S. H. George & 
Sons following remodeling that in- 
cluded the men’s clothing department. 
The transfer of the men’s shoes to this 
section will complete the department 
and greatly facilitate their handling as 
well as affording more space for the 
women’s and children’s lines. The new 
department is in charge of D. W. Da- 
vies and specializes in the Nettleton, 
a Bros. and George Special 
ines. . 











the 
complete shoe wardrobe 
for the college girl 
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Not a single capital letter in this 

advertisement of the Saks-Fifth 

Avenue store in New York City. 

The little figures behind the shoes 

picture the occasions for which 
the shoes are to be worn 











New Columbus Store 


CotumBus, OHIO (UTPS)—Papers 
have been filed with the secretary of 
state chartering the Smart Fifteen 
Dress Shop with a capital of $25,000 
to deal in women’s wearing apparel 
including shoes and hosiery. The com- 
pany of which Newton King, Aileen 
King and David King are the incor- 
porators has taken a 10-year lease on 
a store room at 47 South High Street 
which is being remodeled and decorated 
for the new business. The store will 
be opened some time in November with 





Newton King at the head. 
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September Sales Here 
Better Than Last Year 


CINCINNATI, OHIO.—Few fall shoes 
were sold in local shops during one 
week of September, due to extremely 
hot weather, but the month as a whole 
was from 5 to 10 per-cent better than 
September of last year. October started 
off on the. right foot and merchants 
report that it bids fair to break pre- 
vious records. Weather conditions for 
the last week of September and the 
first week of October were great for 
stimulating sales; dry and very cool. 

Pumps with large buckles or high 
tongues are being regarded with much 
favor at present and the three-eyelet 
tie is very popular, as are the different 
one-strap effects. Best selling heels 
range from low to medium high and 
much preference is being shown the 
16/8 Spanish type. 

Black patent sales have fallen off 
slightly and blue kid is on the upward 
swing. Suede, notably brown, is among 
the leaders in both the medium and 
higher priced shops and many retail 
merchants are placing re-orders on this 
for immediate shipment. Black suede 
is moving fairly well and a few calls 
are coming in for green, blue and wine 
shades. 

Merchants are doing a nice amount 
of business on reptile footwear, and it 
is thought that this will gain popular- 
ity as the season advances. Plain and 
Java lizard is being favored at present 
and lizard and suede combinations are 
listed as best sellers in some shops. 
Many calls are coming in for the dif- 
ferent shades of brown kid, and it ap- 
pears to be one of the best bets for 
winter. 


W.-C. McLendon Dead 


ATLANTA, GA. (UTPS)—W. C. Me- 
Lendon, well-known shoe man and for 
many years associated with the M. C. 
Kiser company, wholesale shoe firm, 
died on Tuesday, Oct. 2, at his resi- 
dence, 698 Pryor Street, S. W. 

Mr. McLendon, who was 63 years 
old, was head of the shipping depart- 
ment for the Kiser company at the 
time of his death. Several months 
ago he suffered a stroke of paralysis 
which compelled him to retire from ac- 
tive business, although he never lost 
interest in the company and its work. 

The funeral was held from St. John’s 
Methodist Church, in which he was a 
steward, and interment was in West 
View cemetery. 


Changes at Haddon, Inc. 


GRAND Rapips, MicH.—Haddon, Inc., 
one of the several shoe stores in this 
city contrélled by Weiss Bros., has been 
completely remodeled. Until recently 
this store carried men’s and women’s 
high grade shoes. All the men’s shoes 
have been discontinued, also the en- 
tire aspect of the store has been 
changed. The whole floor has been 


carpeted, the shelving space cut down 
and individual arm chairs have been 
installed in place of the old type chairs. 
Two lines of women’s shoes are being 
featured, I. Miller ard Matrix. 
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EVENING SLIPPERS IN STOCK— 
SILVER and GOLD KID—WHITE SATIN {34%} 


To Retail at $5 to $7 








Lazarus Fried & Sons, Inc. 
Established 1879 
118-120 Duane St. New York, N. Y. 
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tomers to stabilize their 
women’s novelty business. 
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values that are eye-open- 
ers — let us know, and 
our nearest salesman will 
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New Line for Shoe Store Windows 


Ask for Book No. 11E—Use your Stationery 


vu No. 611 W. 4th St. 
Tne Oscar Ounex Co. CINCINNATI, O. 
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The CAHILL CARTON CAHILL BOX MARKER 


“The Carton That Opens in the Front” (Copyrighted) 
A VERY EFFECTIVE 


MACHINE 
For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 
PRICE, $4.00 
Malled on Approval 


























HARRISBURG, PA. 
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Smith Buys Boston 
Arch-Aid Store 


Boston, Mass.—The attractive Arch- 
Aid Shoe Shop at 110 Boylston Street, 
formerly owned by B. J. Boynton, was 
recently sold to E. Roy Smith, with 
an experience of 20 years or more at 
shoe merchandising, shoe selling, and 
shoe buying. Mr. Smith comes to his 
new connection after a six-and-a-half 
years’ affiliation with Jordan Marsh 
Co.’s shoe department, two and a half 
years of which he served as buyer; 


“before that he had charge of the 


women’s shoe stock, and also acted as 
salesman for The Walk-Over Shoe 
Shop, corner of Washington and 
Franklin Streets. 

He plans to install a hosiery depart- 
ment, and will eventually incorporate 
the business under the name of the 
Arch-Aid Shop, Inc. George Wirth, 
will continue as salesman. 

Mr. Boynton, after a six months’ 
ownership of the Arch-Aid Shoe Shop, 
was obliged to relinquish his activities, 
on account of ill health, which has 
necessitated his being away from the 
store for about two months. After a 
visit in Burlington, Vt., until Nov. 
1, where he is a partner in the retail 
shoe store of Boynton & McCarty, 
selling a general line of footwear, he 
will go down to Miami, Fla., for the 
winter. 

He will continue his interest in his 
Burlington store, and will take things 
easy the remainder of the time, as he 
has decided that his slogan must now 
be—“Good health comes first.” 


Shoe Wedding “Doubles” 


Boston, Mass.—We have heard of 
“double headers” in the selling of shoes 
before, but this time, “the doubles” re- 
fer to the joint wedding of the two 
charming daughters of Henry E. 
Hagan, merchant, salesman, and one 
of the founders of the National and 
Massachusetts Associations. The Misses 
Dorothy E. and Patricia E. Hagan, 
were married last Wednesday at St. 
Williams’ Church, Dorchester, with 
reception at the home of the bride’s 
parents, 18 Victoria Street, Dorches- 
ter. Miss Patricia’s lucky better-half 
is Joseph C. White, former Boston 
College quarter-back, now in the oil 
business, and a candidate for the legis- 
lature; Miss Dorothy’s “lucky better- 
half” is Marcus F. Crooker, classmate 
of Mr. White’s, former manager of the 
B. C. track team, and now in the 
wholesale crockery and_ glassware 
business. Both young women were 
school teachers. 





Daniel Hasenplug Dead 


GREENVILLE, Pa.—Daniel Hasenplug, 
one of the few surviving veterans of 
the Civil] War, and commander of the 
Jno. C. Dickey Post, died recently at 
his home here at the age of 83. He 
was a member of the Odd Fellows 
Lodge and the Evangelical Church. Be- 
sides his wife, two daughters, Lillian 
and Jane, survive him. 

He learned the shoemaking trade in 
1859 and worked with his brother at 
Maysville, Pa., until enlisting fér the 











This new shoe department in the 
store of the John Taylor Dry Goods 
Co., Kansas City, occupies the entire 
west end of the wide main floor. It is 
done in semi-gloss walnut finish. In 
addition to the large overhead lights, 
small wall brackets in candle effect are 
set between the panels, lending a soft, 
warm glow to the deep brown finish of 
the wood. The shelving and stock are 
almost completely concealed behind the 
paneling. A very attractive feature of 
the department are the small display 





A Beautiful Shoe Salon 


niches between the full length mirrors. 
These niches show invitingly a single 
pair of shoes, with possibly a pair of 
sheer hose or a scarf and shoulder 
flower in contrasting colors. Rather 
novel are the upper display cases, 
showing boudoir and sports footwear, 
with appropriate accessories. To a 
large section of the first floor these 
upper cases are plainly visible and 
form a very effective method of display. 
H. C. Vollrath is the department man- 
ager. 











war. After the war he continued at 
his trade in a shop of his own near 
Orangeville, Ohio, until 1881. He then 
moved to Greenville, Pa., and in 1887 
bought a shoe store, of which he was 
actively in charge until 1927, at which 
time his daughters took full control 
and are engaged in business at the 
same place. 





Brawley a Commodore 


CoLuMBus, OHIO (UTPS) — Gordon 
A. Brawley, head of the Brawley Shoe 
Co., operating two retail stores in 
Columbus has been elected commodore 
of the recently organized Buckeye Lake 
Yacht Club. He succeeds Charles Fast, 
also of Columbus. Mr. Brawley is 
known as an ardent yachtsman and was 
one of the organizers of the club about 
a year ago. 


New “Henry Clay” Store 


Houston, Tex. (UTPS)—M. Samuels 
& Company, chain store firm with more 
than four hundred stores in the United 
States, has opened a store in Houston 
known as the “Henry Clay Shoe Store.” 
It is located at 910 Preston Avenue. 

E. B. DeWitt will be local manager 
of the Houston store. C. W. Moore, 
district manager, was in Houston for 
the formal opening of the store. This 
is the second store in Texas opened by 
‘this firm. 





French Boot Shop 
Now in Fullam, Inc. 


MIAMI, Fta. (UTPS)—The French 
Boot Shop which has been located for 
two and a half years in the Venetian 
Arcade, Miami, is now in the shoe 
division of M. O. Fullam, Inc., 321 East 
Flagler Street. The new department 
in Fullam’s will be known as the salon 
of the French Boot Shop, and will fea- 
ture shoes designed by Russell Wil- 
liams, who is widely known in the fine 
shoe trade. For the opening of the 
salon Mr. Williams was here in person, 
to give special attention to individual 
orders for street or dress costume, and 
also wedding shoes. Only the finest 
bench made, hand-turned footwear will 
be handled. 


Pierce to Make Change 


MINNEAPOLIS, MINN. (UTPS) — 
George A, Pierce has finally closed 
up his new place of business at 37 
South Ninth Street and has posted a 
notice to “wait for announcement.” 
Pierce has been selling his stock cheap- 
ly for several weeks after deciding to 
change the line. Shoe men as well as 
a clientle aggregated in a long period 
of service in selling women’s shoes are 
waiting with interest the next Pierce 
move. 
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YOU'LL BUMPTY 
HAVE SHOES 
DIFFICULTY{ 
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KEEPING 
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DUMPTY 
LONG 


Children 
Demand 
Him So! 
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There’s something about these 
shoes which causes children to 
call them “Humpty-Dumptys”’ 
instead of just “Shoes.” 


; 2 : Heel” . 
And that’s a pulling, smashing 
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In every detail they are “‘friend- 
ly shoes” for little folks—in 
comfortable fit—in smart ap- 
pearance and their ability to 
stand up staunchly under lots 
and lots of play. 





They are one of the best juve- 
nile lines you can carry. A few 
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Betty Compson autographs her 

photograph for the Western Ed- 

itor of the BooT AND SHOE 
RECORDER 


Mary Pickford made a present of 
this photograph to the owners of 


Selling to Stars of the 


Silver 


Aen bus fare from Los Angeles 
and you are in Hollywood, where 
many like to be mistaken for movie 
stars and few, if any, are. Hollywood 
knows her movie stars, for there they 
live, shop and reveal the human quali- 
ties which all of us possess. 

We were told in Los Angeles by an 
able shoeman that The French Bootire 
in Hollywood caters to film folks more 
directly than any store in and around 
this section. 

This store, attractively appointed, 
enjoys two wonderful shoemen as pro- 
prietors, Earle C. Brown, president, 
and Bruce Williamson, secretary-treas- 
urer. 

Our introduction to these two men 
was delayed, but. the delay strengthened 
our conviction that they 
did sell more movie 
stars than any shoe 
store, because Gertrude 
Olmstead, star of Me- 
tro - Goldwyn - Mayer, 
was being fitted by 
Williamson, and Belle 
Bennett, star of Tif- 
fany-Stahl Productions, 
was quivering with ner- 
vousness awaiting the 
fitting of two pairs of 
shoes by Brown, to be 
used in a scene to be 
shot in twenty minutes. 

The presence of mo- 
vie stars in The French 
Bootire creates no com- 
motion. No clerks peer 
- from secluded places— 
no crowds gather to 
pay adulation, as it is an everyday 
matter-of-fact business venture to 
which Hollywood has become accus- 
tomed. For this reason do nationally 
famous stars prefer to shop in Holly- 
wood, and likewise choose much of their 
footwear at The French Bootire. 

To the movie colony this store is an 
institution, and its regard can best be 
attested to by the innumerable testi- 
monial photographs which hang on the 
walls, all autographed by leading lights 











Betty Compson wears a 
4-B and is partial to gen- 
uine reptile 





the French Bootire, Hollywood, 
California 

Screen 

of the movie world. Here is Mary 


Pickford looking demure and sweet; 
there a dashing photograph of Betty 
Compson with this inscription “God 
Bless Thee and Thine and the shop of 
dainty footwear’; and this by Estelle 
Taylor (Mrs. Jack Dempsey), “To the 
French Bootire, where I can always 
find the shoes I am looking for.” 

A popular conception which no doubt 
every shoeman has harbored was ex- 
ploded when Brown related with what 
ease shoe sales are made to this most 
admired group of people. 

It isesaid that this store sells every 
girl in pictures, which of course refers 
to stars and feature players. A card 
record file contains the name of every 
prominent individual in the picture 
world, as well as their 
size and such other in- 
formation as is neces- 
sary in filling quick 
telephone orders both 
from the home or stu- 
dio. Much footwear is 
sold direct to the stu- 
dios, and many of these 
sales are emergency or- 
ders which must be 
handled immediately 
and delivered at once. 

The range of foot- 
wear prices is from 
$13.50 to $35.00, with 
an average of $17.50. 
Sales average two pairs 
of shoes to a customer, 
with much of the busi- 
ness conducted on a 
cash basis. Only 40 per 
cent of the business is charge. Sizes 
are carried from 1 to 8 and widths 
from AAAA to D. The latter size is 
outstanding in the demand. 

A surprising angle in the develop- 
ment of this business is the simplicity 
of style preferred by this trade. 
D’Orsay and Regent pumps and Theo 
ties make up the volume in choice of 
patterns. Both junior and 22/8 heels 
are chosen. Because of the trade de- 
veloped with picture stars the store 





Big Baltimore Store 
Has Aeroplane Delivery 


Also Free Rides for Customers 
Spending More Than $50 


BALTIMORE, Mp.—The May Co. has 
announced the first regular airplane 
delivery service. This service covers 
the Atlantic seaboard for many miles 
north and south of Baltimore. All 
purchases made before 1:30 P. M., are 
delivered the same day. In a few ex- 
ceptions the delivery is made early the 
following morning. 

The store has also inaugurated a free 
telephone service for orders from all 
the Summer resort towns. A customer 
can call the store and the charge is 
reversed against the store. 

On purchases of $50 the store offers 
a free airplane passenger service from 
the landing field near the Summer re- 
sorts. The regular fare is $10 per 
passenger, this charge being refunded 
on a $50 purchase. 


J. A. Kemler Moves 


Boston, Mass.—J. A. Kemler, who 
specializes in rubber jobs and work 
shoes, has removed from 108 Lincoln 
Street to 132 Lincoln Street. This is 
the second time in the last two years 
that increasing business has rendered 
necessary a change to larger quarters. 








has gained much prestige with the 
“fan” who trades here in the hope that 
favorite faces will appear on the 
scene. 

Brown tells of many sales unclosed 
until some important personage ap- 
peared, and then, after feasting on the 
individual, immediately found the 
shoe exactly as desired. White satin 
scores heavily in the sales, and aver- 
ages 15 pairs per day. Many of these 
are dyed to match color harmonies of 
a picture. Another favorite is an un- 
usual back strap mule utilized in al- 
most every important picture requir- 
ing this type of footwear. 

Mary Pickford wears a 3% B and 
seldom comes to the store—her shoes 
being ordered by a secretary. A plain 
opera pump, sometimes with a buckle, 
is the usual style choice. Marie Pre- 
vost, with 59 pairs in 52 weeks of a 
4% B, enjoys the honor of being one 
of the best customers of the store. 

Lita Grey Chaplin, who wears 6% B, 
shares honors with Marie Prevost as a 
regular patron. Bebe Daniels has the 
heels changed on most of her 4% B 
shoes. Two dozen of a 16/8 full 
breasted cuban type are carried by the 
store at all times expressly for Miss 
Daniels. Ruth Taylor, who starred in 
“Gentlemen Prefer Blondes,” wore 15 
pairs of French Bootire shoes, size 3 B. 
Honors for the smallest foot are di- 
vided between Bessie Love and Mona 
Ray, who both wear 1% B. 

Colleen Moore, in “Irene,” wore 65 
pairs of new shoes, size 6% AAA. Not 
all of these were individual sales as the 
studio purchased many pairs. Kath- 
erine Carver, now Mrs. Adolphe Men- 
jou, bought 16 pairs before her depar- 
ture to Europe to be married. The size 
6 A were mostly Theo ties and were 
commented upon by the fashion critics 
of Paris. Ruth Roland requires the 
narrowest last with 6 AAAA. 




































Its Publications Broadly 
Cover the Following 
Industries and 
Trades 


Automotive 
Automotive Industries 
Automobile Trade Journal 
Motor Age 
Motor World Wholesale 
Operation and Maintenance 
Commercial Car Journal 
Chilton Catalog & Directory 
Automotive Industrial Red Book 


Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 
Plumbing & Heating 

Sanitary & Heating Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Dsygoodsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 

Distribution & Warehousing 





A. C. PEARSON 
Chairman of the Board of 
the U.P.C. 
President of the Textile 

Publishing Co., N. Y. C, 








239 West 39th Street 
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GREAT many trained minds 
working to the same end, result 
in achievement that can be at- 
tained in no other way. 


This is the enviable position of the 
United Publishers Corporation, 
through the co-ordinated efforts of its 
various units. 


And the advantage of this situation 
extends through to manufacturers— 
large and _small—in the various indus- 
tries served by U. P. C. Publications. 


If you are seeking an answer to your 
marketing problems, or the production 
of suitable advertising copy, art work, 
or printing—a U. P. C. Publication 
in your field will gladly advise you. 


The experience of many years is always 
valuable, even to those who have had 
experience of their own for many years. 





| UNITED PUBLISHERS “CORPORATION 





FRITZ J. FRANK 


pa 


President of the U.P.C. 
President of the wee aa 0 


Publishing Co., 


New York City 


c. A. MUSSELMAN F. C. STEVENS 
Vice-President , the U. P.C. Treasurer of the U.P.C. 

President of the Chilton ——— of the Federal 

Class Journal Co., Phila. Printing Co., N. Y. 


October 18, 1928 























October 13, 1928 BOOT AND SHOE RECORDER 69 


Effort 
~|UDC Efficiency....... 








eierienees 











SANITARY AND HEATING ENGINEERING 


Fifty-fifth Year 


239 WEST 39th STREET, NEW YORK 
MEMBER A.B. P., A. B.C. 
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WHERE TO BUY 
Men’s Shoes 

















(P) M.A. PACKARD ARDCO., Makers “mate (PD 


BOSTONIANS 
FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

















NETTLETON 
Shoes of Worth 
. A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 


























BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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Many Plants 
Well Sold Up 


in Advance 





Boots Getting More Attention 
in Lynn Factories; Many 
Patterns Produced 


LYNN, Mass.—Business holds brisk 
here, with a number of firms reported 
as well sold ahead. Some say that 
the weather is good for the shoe trade, 
fair days encouraging sales of smart 
novelties. Merchants must be still in 
need of shoes, for orders keep coming 
in. 

Boots are getting more attention. 
But it is too early to say if the sales 
of them will be big. Styles in them 
are plentiful, for there are show boots, 
short boots, bobbed boots, and low down 
boots, also step-in boots, and the 
familiar bandit, pirate and like boots, 
and, strange to report, a model of an 
eleven-inch boot, that is a real novelty 
boot has appeared in one shop. 

Some of the low’ down boots are 
scarcely more than high cut oxfords 
with open fronts. The popular type 
boots are about as high as the wool 
sport socks, which protect the ankle 
bones. They have collars on their 
tops, too. The step-in boots have two 
straps across their front, and the gores 
in the straps are concealed beneath bi 
buckles. Besides, there are the glorified 
Congress boots, with novelty gores in 
the insteps as well as the sides. 

One firm found three requests for 
samples of boots, from as many differ- 
ent buyers, in its mail the other morn- 
ing. And it is not an enthusiast for 
boots, either. Another concern was 
asked to figure suede boots to retail at 
a popular price. When it reported that 
it could not produce the boots at the 
price, its customer recommended that it 
try boots of velvet. 





Mirrors on Turntables 


Boston, Mass.—The Electric Win- 
dow Salesman Co., 46 Cornhill Street, 
this city, is introducing a mirror device 
to be used on the revolving surface of 
window turntables. This device con- 
sists of a unit.comprising four double 
mirror partitions with another unit 
which locks these partitions to the 
upper surface of the turntable. These 
mirrors have the effect of dividing the 
table into four small rooms, without 
fronts or ceilings, of course. In each 
of these rooms, the company advises 
putting one shoe. Some unusual effects 
are created, as the table revolves, by 
the reflection of the shoes in the mir- 














rors. 











Fancier Patterns Seen 
in Men’s Sport Shoes 


BROcKTON, Mass.— Alligator skin 
made up for the entire shoe and also 
used as trim with lighter shades of 
tan has proved a popular innovation 
for early fall, Brockton shoe manufac- 
turers have found as a result of a dis- 
play of this type of shoe by their sales- 
men now out on autumn trips and from 
their general approval after the Brock- 
ton fair shoe style show. 

These novelties, however, as yet have 
found favor only in the larger cities 
and in the so-called college centers. The 
South, where the sport season is just 
coming into its own, also has taken 
kindly to the bizarre suggestions. 

The dividing line between colors for 
day and afternoon wear and the neces- 
sity for blacks for evening was accen- 
tuated more than ever during the show 
as was the mode of approaching 
nearer to the necessity of matching the 
shoe to the apparel along the lines of 
the $4,000,000 educational campaign. 

In this respect it was noticeable that 
through nearly all of the displays the 
better the grade of shoe, the more sim- 
ple and conservative was the desi 
and leather used, unless it was in the 
sport type of footwear which ran the 
whole gamut of contrasting trims and 
cuts, wing tips, perforations and fancy 
eyelets and laces. 

The custom toe and the medium heel 
with darker shades of tans and calfs 
and Russia leathers tell the story for 
the higher grade of shoes. Cheaper 
grades swing to wider lasts, some of 
which extend even to the limit of a 
brogue, with fairly heavy soles and cut 
and perforated tips and vamps. 

In the women’s shoes, heels Fhold high 
unless it is in the sport field. Alliga- 
tor and reptile leathers used as trim in 
shoes are being ordered very freely. 
A good deal of patent leather is being 
employed on October orders, and cloth 
shoes in satins, brocades and in chiffon 
are novelties that are selling well. 





James Finnegan Dead 


PHILADELPHIA, PA.—James F. Finne- 
gan, chief shoe inspector of the United 
State Marine Corps for the past twelve 
years, died recently at his home in 
Philadelphia here, following an opera- 
tion. Mr. Finnegan was 66 years of 
age. Prior to his Philadelphia connec- 
tion he was inspector of the Navy De- 
partment, when the Navy and Marine 
Corps were together. Mr. Finnegan 
had a wide circle of acquaintances in 
the shoe trade, particularly in St. 
Louis, New York, and the Boston dis- 
trict, due to his ‘having taken charge 
of contracts made in these areas. He 
~~ a wife and two married daugh- 

rs. 
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St. Louis Not to Have 
Footwear Fashion Show 


St. Louis, Mo.—The St. Louis 
Shoe Manufacturers and Whole- 
salers Association, at their regu- 
lar meeting, held Friday, Aug. 31, 
unanimously approved the resolu- 
tion recently adopted by the Na- 
tional Boot and Shoe Manufac- 
turers Association, which urges 
that plans be perfected whereby 
there may be held twice a year a 
comprehensive National Shoe In- 
dustrial Exposition, under the 
joint auspices of the _ several 
branches and associations of the 
industry. 

In accordance with having ap- 
proved that resolution, and as the 
dates selected by the St. Louis 
Shoe Manufacturers and Whole- 
salers Association for their Fifth 
Annual Pageant of Footwear 
Fashions, namely: Jan. 7, 8, 
9 and 10, and which dates were 
later selected by the National 
Shoe Retailers Association, and 
not desiring to conflict with the 
N. S. R. A. plans, they have de- 
cided to eliminate their Fifth An- 
nual Pageant in St. Louis. 

The Spring lines of the St. 
Louis group will be displayed at 
the Palmer House, Chicago, on 
the dates above mentioned. 

The St. Louis Shoe Manufac- 
turers and Wholesalers Associa- 
tion realizes the necessity of co- 
operating with the many branches 
of the industry and is ready to do 
anything that will further its 
prosperity and growth. 











Brockton Shows Increase 


in Factory Employment 


BrockTon, Mass.—Employment in 
Brockton shoe factories has increased 
13 per cent, as of Oct. 1, in comparison 
to the number of employees at the 
same time a year ago, according to a 
survey made by Frank M. Bump, sec- 
retary of the Brockton Shoe Manufac- 
turers’ Association. ; 

There are 400 more shoe operatives 
now employed in Brockton shops alone 
than there were a year ago and all the 
plants are running on longer schedules. 
There still remains a shortage of skilled 
operatives, including all around cutters 
and fancy stitchers as well as operators 
on the new stapling machine which is 
revolutionizing the lasting system since 
it allows lasters to fit the shoes with 
a good deal less strain than with the 
niggerhead machines. 





Counter Co.Opens Branch 


HAVERHILL, Mass.—The Plymouth 
Counter Co., 163 Essex Street, manu- 
facturers of fibre and leather counters, 
has opened a Lowell branch to care for 
its growing business. The Lowell plant, 
with a floor area of 15,000 square feet, 
is located in the Ipswich Hosiery Mill 
No. 1. William P. Herlihy is president 
of the company which succeeded the 
George H. Webster Co., for many years 
prominently allied with local industry. 


Suede Leather Shoes 


Running Into Volume 


_ CINCINNATI, OHIO—Factories con- 
tinue fairly active, the majority having 
gone on low capacity schedule the first 
week of October. Most factories will 
catch up on their cutting around Oct. 
15, while a few have sufficient on hand 
to run them until Nov. 1. 

Salesmen in territories are booking 
quite a bit of new business for spring 
and mail orders for immediate delivery 
are very good. Some merchants bought 
sparingly of some leathers early in the 
season and are now buying as the shoes 
are needed. Re-orders on suede are 
surprisingly large and quite a bit of 
reptile is being bought. 

Black patent is being ordered less 
than some of the other materials and 
one manufacturer explains that this is 
partly due to the fact that most mer- 
chants laid in an entire season’s patent 
requirements early and in his estima- 
tion patent is losing very little ground. 

Blue kid will be a good seller through 
winter, judging from the volume of 
orders continuing to come in. Midnight 
blue is best, although there seems to 
be quite a demand for lighter shades 
of blue. Some blue suede is being cut, 
but the bulk of the suede demand is for 
brown and black. 

One manufacturer stated that orders 
coming into his factory during the past 
two weeks called for 50 per cent suede, 
30 per cent black patent and 30 per 
cent kid, reptile and fabrics. Approxi- 
mately 70 per cent of the suede orders 
called for brown and a large part of 
be ees 30 per cent favored 

ack. 





Sixth Factory Taken 
Over by Bell Bros. Co. 


* SKOWHEGAN, ME.—Bell Bros. Co. has 
taken the Community factory which 
was operated by the Widder Brothers, 
and will continue it, producing 1500 
pairs of novelty shoes daily. This will 
give the company a total production of 
5000 pairs daily in Skowhegan, for the 
main factory in Skowhegan makes 3500 
pairs daily. This also makes the sixth 
factory in the chain. Bell Bros. Co. is 
producing more shoes this year than in 
any former year. 





E. A. Witherell Dead 


HAVERHILL, Mass.—Edward A. With- 
erell, one of the city’s best known shoe- 
men, died suddenly Oct. 1. Mr. With- 
erell for many years had been promi- 
nently associated with the local shoe 
industry, both as a salesman and man- 
ufacturer. He was for many years a 
member of the local firm of Witherell 
& Dobbins; later engaging in business 
with his son, Morton C. Witherell un- 
der the name of E. A. & M. C. With- 
erell Co. He retired from the shoe 
manufacturing business several years 
ago and had been engaged recent- 
ly in Florida real estate development 
projects. He established a residence in 
1926 in Clearwater, Fla., but was ac- 
customed to spend his summers here, 
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WHERE TO BUY 
Men’s Shoes 














WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 











STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 
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WHERE TO. BUY 
Slipper Quilting 


8 88 8 








SLIPPER MANUF. 
ATTENTION! 


We Do Quilting 
Per giiskest sorvien tes 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Shoe Buckles &@ Fabrics 
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Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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MAISON MANN, ine. 




















and was completing his annual summer 
visit when death came. 
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WHERE TO BUY 
Ballet Slippers 








Im Steck Black Bal- 


let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childw’ $1.15 pr. 


BLOG SHOE OCO., INO. 
147 Duane st, 


New York, N. Y¥. 











BALLET SLIPPERS—IN STOCK 

of the unusual kind 

8102 Bik. Kid Hand Turn 
Soft Tee 

Child’s 6 to 11—$1.35 

Misses 11% to 2— 1.40 

Women’s 2% to8— 1.45 


Also Ha: 
SOHWARTZ &2 HERDER, Inc. 
Ss lists in Ballet Manufacture 


241 No. 11th St., Philadelphia, Pa. 


















BAND TURNED, BLACK KID 
BALLET SLIPPERS 





IN. BTOCK 
Women’s, $1.85; 
Misses’, $1.80; 


s. $1.26 
or 
& ROSENBERG SHOE CO. 








194 N. Srd St., deiphia 








BROOKS’. BALLET 
SLIPPERS 





No. 600—Black Kid 


Women’s Misses’ Childs’ 
$1.45 $1.40 $1.35 
White Kid—30c. extra 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. COMPANY 
1726 No. Gth St., Philadelphia, Pa. 


Western Distributi Branch 
1162 So. Hill St. 
Los Angeles, Calif. 








xa 
Rights and Lefts 
Two Grades 

Wos. Miss. Chi. 
$1.50 $1.46 $1.40 
1.85 1.80 1.25 


Im Stock 









825 West Monroe Chicago, IL 











WHERE TO BUY 


Shoe Drawings 
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Factories Working on 
Quick Shipment Shoes 


HAVERHILL, Mass.—Some slackening 
in cutting room activity is reported this 
week, but there is no indication of any 
sharp decline in business. The fitting 
and. making rooms are very busy and 
several classes of skilled making room 
help are in demand. The business is 
largely for immediate delivery. 

Both black and brown leathers are 
being cut extensively. Brown ooze calf 
is very popular as is brown kid. Black 
patent leads the blacks, although black 
kid, black velvet, and black satin all 
have a definite place in the fall and 
winter lines. Blue kid, which enjoyed 
such a good run a year ago, again is 
quite prominent. Black satin becomes 
more popular as the season advances. 
— in both black and brown is widely 
used. 

Smart one-strap and plain pump pat- 
terns predominate in the local lines. 
McKay production is running high 
especially in the cheap and medium 
grades. Turns in the better grades 
show improvement. Ties and step-in 
patterns are also moving well in the 
late fall orders. 


Burgundy in High Priced 
Shoes Selling Well 


GRANDS Rapips, MicH.—In checking 
up on what is selling in this city, one 
significant fact was noted, the heavy 
and absolute flop of all Burgundy shoes 
in the medium and popular priced 
stores. On the other hand, two stores, 
who are pricing shoes of this leather 
at $12.50 and up, are enjoying a rea- 
sonable business. One of these stores 
is having remarkable success in com- 
bining Burgundy kid with Acajou 
suede. In general, suedes are way in 
the lead, a condition which is believed 
will exist up to Thanksgiving time. 
After that, it is felt that a brief wave 
of blacks—satins and patents, will 
come in. Further predictions vary 
considerably as to the best sellers after 
this period. 


Pattern House Installs 
New Men’s Department 


Boston, Mass. — Conaway - Winter - 

Ochs, Inc., well known pattern house, 
announces the establishment of a de- 
partment which will produce designs 
for men’s footwear. This new depart- 
ment will be under the supervision of 
Richatd J. Jewett, who has been di- 
rectly connected with the men’s pattern 
business in the Brockton district for 
the last 18 years. 
“Needless to say,” Says the formal 
announcement made by the company, 
“this added department of our business 
will be organized along as highly effi- 
cient lines as the women’s hes bem.” 


E. W. Linam with Bright 


_KNOXVILLE, TENN. (UTPS)—E. W. 
Linam has taken over the management 
of the John Bright shoe store here. 
Mr. Linam is a Knoxville man and is 








well qualified to handle the local trade. 





75 Per Cent Blacks 


Peaspopy, Mass. — Seventy-five. per 
cent blacks and 25 per cent colors is the 
present rate of production of leather 
for the country, according to figures of 
manufacturers of finishes for leather 
here. They have in mind leather for 
vamps and quarters. Lining stock con- 
tinues to run mostly to colors, chiefly 
greys. White finishes already are in 
demand for leather for sport shoes for 
the Winter resorts. The sampling of 
colors for 1929 has already begun. 





St. Louis Shoe Stores 


Show Steady Increase 


St. Louis, Mo.—September in most 
stores showed a decided betterment 
both over the same month of a year 
ago and particularly over the previous 
month. Approximately 10 per cent was 
the figure reported in most stores with 
a few showing a slightly smaller figure. 

During the past week the high grade 
shops enjoyed some unusual evening 
slipper business created by the sea- 
son’s smartest social event, the Veiled 
Prophets’ Ball. A profusion of silver 
kid with some gold brocades dominated 
the footwear trend, but dyed crépes 
were more in evidence this season than 
in the past. 

Brown is the leading color in a 
majority of stores. Blacks are show- 
ing well with black suede leading in 
some stores and patent leather in 
others. In the brown field, kid is 
wanted with suede holding second po- 
sition. Blues are selling freely, but 
a few stores report a slight decrease 
in the demand. Each statement was 
amplified with another that blues were 
still good, but lacked the strength of 
a few weeks ago. 


Stephens Made Head of 


Community Fund 


St. Louis, Mo.— Howard V. Ste- 
phens, president of the Johnson, Ste- 
phens and Shinkle Shoe Company, has 
accepted the chairmanship of the spe- 

gifts committee of the Community 
Fund of St. Louis. This committee is 
the most important in the work, as 70 
per cent of the entire subscription is 
raised by this committee. Approxi- 
mately $2,000,000 is the goal for 1928. 





New Cleveland Co. 


CLEVELAND, OHIO (UTPS)—Papers 
have been filed with the secretary of 
state chartering the Elegance Co., 
with a capital of 100 shares of no par 
stock for the purpose of dealing in 
women’s and misses’ shoes as well as 
wearing apparel, hosiery and dress ac- 
cessories. Incorporators are Elmer J. 
Babin, Hilda Shehan and Jacob Babin. 


Stock Sold 


CLEVELAND, OHIO (UTPS)—The stock 
and fixtures of the M. E. Gensert Shoe 
Co., 15101 St. Clair Avenue, were of- 
fered for auction on October 4. W. A. 
McCoy was auctioneer and liquidator. 
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Add Arch Preservers 


ATLANTA, GA. 
department of the George Muse Cloth- 
ing Company of Atlanta, Ga., has just 
added Arch Preserver shoes for men to 
the lines it carries. Under the ar- 
rangements made, the Muse shoe de- 
partment has the exclusive agency for 
men’s Arch Preserver shoes in Atlanta. 


New Edition of Knit 
Trade Directory Out 


New York, N. Y.—For the forty- 
sixth year, the American Directory of 
the Knitting Trade in the United 
States and Canada, 1928, compiled by 
Textile World; Bragdon, Lord & Nagle 
Co., Inc.; price post paid $2.00; makes 
its bow to the trade. The 1928 edi- 
tion represents as usual a complete 
revision of the data contained in the 
previous edition, so that all information 
published in the book regarding hosiery 
and knit goods manufacturers in the 
United States and Canada is entirely 
up-to-date and accurate. 

The most important section of the 
book is, of course, the compilation of 
these manufacturers grouped by States 


(UTPS)—tThe shoe | 


and alphabetically by towns under each | 


State. In addition the complete alpha- 


betical index to all these manufactur- 


ers enables easy cross-references to the 
geographical section. 


Blue and Black Lead 
in Fort Smith Shops 


Fort SMITH, ARK. (UTPS)—A good 
eall for blues and blacks, with some- 
what slower demand for brown, is re- 


ported by Fort Smith shoe men. Black | 


continues to lead the field. 


No material seems to be an outstand- | 


ing favorite, and patrons are calling 
for kid, velvet, suede, satin and patent 
leather. Velvet and suede are still 
slow on account of unseasonably high 


temperatures the last few weeks. Rep- | 


tile combinations are in demand. 

The tendency toward lower heels is 
more apparent. Pumps are preferred 
over other styles of slippers, and pumps 
with box heels are particularly popu- 
lar. A fair demand is reported for Ox- 
fords, and strap and tie types are mov- 
ing in moderate volume. 





WHERE TO BUY 


Store Fixtures 
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HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 


of SHOE STORE FIXTURES 
ind STORE INSTALLATIONS 
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St. Louis Plants at 90 
to 98 per Cent Capacity 


St. Louis, Mo.—The Eighth District 
| Federal Reserve Bank report on gen- 
| eral business in this district for August 
| has just been issued and that section 
devoted to shoes is herewith given. 
“August sales of the 5 reporting 
interests were 5.5 per cent smaller than 
for the same month in 1927 and 2.3 


smaller than a month earlier and 37.9 
per cent larger than on Sept. 1, 1927. 
Decreases in both month-to-month and 


though, as contrasted with the pre- 
ceding month, relatively better show- 
ing was made by children’s and misses’ 
shoes than was the case with other 
descriptions. Some slowing down in 
demand for men’s shoes and heavy 
work lines was noted. While there 
were no changes in prices on finished 
goods worthy of mention, the trend 
continues upward. Factory operation 
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a spectacular exposition of 
FALL FOOTWEAR 
Extraordinary! 










Vividly expressing the nex footwear mode 
in the inimitable BAKER fashion 
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BAKER HOSIERY 
4s the perfil complement to the'new Fall shoe-modes 
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An artistic presentation of Fall 

footwear in the San Francisco 

stores of C. H. Baker was pre- 

ceded by good sized advertise- 
ments like the above 


per cent under the July total this year. | 
“Stocks on Sept. 1 were 5.9 per cent | 


yearly comparisons were quite general, | 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


Oe 6 6 eee 








ASTER C 
SLIPPERS REPEAT 


IN STOCK 


Best grade kid, 
built on New 
Spring Last — 
Ecru Felt Lined 
—Heavy hair 
felt filler and 
heel pad.Chrome 
P 5 Outsole 
FREEMAN-THOMPSON SHOE CO. 
ST. PAUL, MINN. 


Manufacturers of Masterfelts 
Everything in Slippers 


Kid, 
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was at 90 to 98 per cent of capacity.” | 
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ipper Co. nc. 
75 Front St. 
Biklyn. NY. 








| 
PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 







Catalog 
sent on 
request 





HIGH GRADE TURN MULES and D/ORSAYS 











Two Strap Sandal 

“Hand Turned” 
In Stock 

C to E—2%-9 

No. 3-2 at $2.35 

MORAN-HERMANN- 


MeMANUS, INC. 
Auburn, Maine 




















DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 








IN-STOCK The 
$8 te $6 Sellers Sins Mains 
P and Two-strap 
Anklet 





Write for circular. 


Samuel Cohen 
Shoe Co. 


2 Lineoin St., Boston, Mass. 











BONDWAY 


OCESS 
luces footwear of remark 
abie lightness, smartness and 

flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 














WHERE TO BUY 


Bowling Shoes 








BOWLING SHOES 







“Coast IN-STOCK 

Hantty Smoked Elk 

Moher” $3.25 
BROOKS 


SHOE MFG. CO. 
Philadelphia, Pa. 


4986 Ne. Gth St., 
Les Angeles, 1162 So. Hill Street 








WHERE TO BUY 
Standard Shoe Materials 








Colored 
Chrome. 
Sides 


Begos & Cobb, Ine., 
Boston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 
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Hirschman’s Store Adds 
Men’s Department 


SALT LAKE City, Utan (UTPS)— 
The Hirschman Shoe Company of this 
city reports a very good early fall busi- 
ness in all departments this month. 
The store, located south on Main Street 
here, has just been nicely remodeled in 
an attractive manner. 

An exclusive men’s department has 
been added to the rear of the store at 
Hirschman’s, and a new lighting sys- 
tem has been installed. A new wrap- 
ping desk has also been put in on the 
main floor which improves and expe- 
dites service to a great extent, it is 
stated. 

Blue kid is growing in popularity 
this fall at Hirschman’s, it is reported, 
and a good deal of patent leather is 
being sold as well as reptilian leathers 
which are going especially good. 


Still Want Colors 


INDIANAPOLIS. IND.—(UTPS)—The 
fall season is in full swing and women 
still cling to colored footwear. How- 
ever, black in patent, kid and suede is 
showing customary activity. Browns 
and blues are running very close to 
black, with the strap and buckle effects 
very popular, and straps in some in- 
stances are running ahead of buckles 
about 60 to 40 in favor of the strap 
effects. The darker shades of brown 
seem to be the desired color, in brown 
and a growing demand for reptile com- 
binations, such as reptile trimming and 
reptile vamps with kid quarter are 
gaining favor among the female sex. 


Tans Selling Better 


INDIANAPOLIS, IND. (UTPS)—Men’s 
tans are selling better than was at first 
anticipated, which is no doubt due to 
the fact that brown is the leading color 
in men’s wear this year. Darker 
shades of brown are very popular, in 
oxfords of heavy brogueish type. Mr. 
Cobler at Marott’s Shoe Shop reports 
75 per cent of his sales in men’s foot- 
wear in the darker shades of brown. 

There are still some calls for men’s 
high shoes, especially from men suffer- 
ing with weak ankles, and men well 
past the middle of life, but the per- 
centage of sales is very small. It is 
estimated that 80 per cent of sales of 
men’s shoes is of the oxford style, and 
the stock of men’s high shoes in most 
of the downtown stores is very limited. 


Exclusively Nunn-Bush 


MINNEAPOLIS, MINN. (UTPS)— 
Nunn-Bush announces that hereafter 
this line will be sold exclusively in St. 
Paul in the Nunn-Bush Shoe Store, 
400 Robert St., which is in the Ryan 
Hotel building. In Minneapolis the 
line will be handled exclusively by the 
Hilton Co., Inc., Nicollet Ave., at Fifth 
St. Browning, King & Co., have re- 
placed the line with French, Shriner & 
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Urner shoes for handling. 
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WHERE TO BUY 
Spats 


O68 6 ee ee 





— English Made 

7 Broadcloth 
Spats 
Colors : 

Light Gray 

Med. Gray 

Fawn 


Sizes 6 to 11 
Leather Bound 


$2.25 per pair 





IN STOCK —IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 
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WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 
Children’s Shoes 


ON rs me mre 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 
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Coward Employees to 


Dance 


New York, N. Y.—Employees of 
the Coward Shoe store, 47th Street 
branch, will hold their first annual re- 
ception, dance and entertainment at 
the Hotel McAlpin on Tuesday eve- 
ning, Nov. 27. 
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Established 1894 


Truitt Brothers, Inc. 


Manufacturers 


of 
Children’s Shoes 


Binghamton, N. Y. 
















Printed Price Tickets 


All regular and 
Clearance Sale Prices 


Any prices wanted 
25c to $22.50 
6-doz. odd lot 
assortment 


$1.10 


12 each of 6 prices 
85c 


1 doz. of one price 
15¢ * 
Cash or stamps 
with order 





Green Border—Black Figures 
(Actual Size) 


Merchants Service Boot & Shoe Recorder, Chicago 
L t Please send following prices: 


Boot and Shoe 


0 Send details on Card Services. 














Recorder DUO TRE oc ceccveceeceseseses 
189 W. Madison St. SEE “Uideh otek emen enedamad tut 
Chicago Sieh caskabaseauiesidaanhs 

efor VO)» 








Thrifty Travelers 


invariably select the Hotel Martinique as their head- 
quarters in 


New York 


There’s good reasons for it. This popular hotel offers 
to every guest the 


Comfort 


of home—splendid food at reasonable prices and “the 
best without extravagance” in every form of perfect 
hotel service. It will be our 


well as yours to welcome you and prove that you 
CAN live right at the right price while in New York. 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE [600 200us | 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 
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Boudoirs That 
Satisfy 


For years Greeley has made a 
line of comfortable house slip- 
pers in colors and black, with 
leather or rubber heels. They 
satisfy. Your jobber car- 
ries them. If not— 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 


x4 12 Duncan St. Haverhill, Mass. xed 


write us. 














That Embarrassing Moment ! 


When the customer asks you to explain 
and all you can 





how a shoe is “sized” 
offer is a few hazy generalities! If you had 
only read pages 63, 64, 65 and 66 in the 


Shoe and Leather 
Lexicon 


This Sales-Making Tome Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
80 Federal Street, Boston 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 





Monday of the week of publication in order that advertisements be published same week. | 


Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when reguler 
advertisers, as amounts are too small to open accounts. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


Je per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five 


dollars per inch. Allow 45 words to an inch 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Green Puts Welts in Stock 
—and offers good side-line salesmen 
a real opportunity 


We are adding to our In Stock Department 
twenty fast selling staple styles in Infants, 
Children’s, Misses’ and Growing Girls’ Welts 
—in addition to our Greenflex lines. Sales- 


The following States are open: 
Arkansas 


Minnesota 
rt 


men must be able to satisfy us as to their 
ability and character, with full details 
accompanying application. We will pay 
6% commission. 


South Carolina 


Colorado Mis: Tennessee 
Georgia Nebraska Virginia 

Iowa North Carolina Washington 
Kansas Oregon West Virginia 
Kentucky Oklahoma Wisconsin 


GREEN SHOE MFG. CO., 960 Harrison Ave., Boston, Mass. 





SALESMEN WANTED 


Men who have established trade 
and would like a popular priced 
line of Men’s and Boys’ dress shoes 
and oxfords, also complete line of 
Growing Girls’ oxfords, for the 
following states: 


Arkansas 
Minnesota 


Mississippi 
Kansas 


Give references and experience in 


first letter. Applications held 
strictly confidential. 


F. M. SMITH SHOE CO. 


Milwaukee, Wisconsin 











Well Known Ladies’ 
Shoe Specialty 


In-stock line has opening in 
Ohio and Michigan, including 
DETROIT. We have a well 
established trade in this terri- 
tory to offer only to a salesman 
of reputation, and one who now 
controls an established trade. 
Write in detail of previous con- 
nections. Volume of business, 
and references. Address D-755, 
care Boot and Shoe Recorder, 
239 W. 39th St., New York City, 


SALESMEN WANTED 


IN STOCK 


Infant, Child, Misses, Growing Girls 
Goodyear Welt 


On Commission Basis 


Can be carried with non-conflicting line. 
Territories open: Iowa, Nebraska, Kansas, Missouri, Ohio. 


Address D-745, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 

















SALESMEN WANTED 


WANTED: Shee Salesmen with established trade 


ay oo ee ee Res advertised 


Heel Turns, nd Stitch > 
States of Wisconsin, Minnesota, Iowa, Kansas and 
Nebrasks. 


maintain eemplete IN-STOCK DEPARTMENT 
of commission. Only _ 


ond highest rate 
aeed  anely whe have sufficient time to devote to 


F 


WwW. C. GOODGER, INC. 
Manufacturers 
Rochester, N. Y. 


There Is a Good Opportunity 
in 
Eastern New York 
Virginia and Went Virginia 
an 
Kentucky and Tennessee 


to sell our shoes for a man knowing 
the retailers of that territory. 


Goodwill Shoes 


SALESMEN WANTED 


to carry our Line.of Stitchdowns as a 
Side Line on Commission basis in the 
following States: 


North Carolina Nebraska 
Seuth Carolina Minnesota 
North Dakota Arkansas 
Seuth Daketa Kansas 
Tennessee Missouri 


Address D-749, care Boot and Shee 
Recorder, 80 Federal St., Boston, Mass. 

















SALESMEN WANTED 


je —_ wy we with Rs 
esta ‘ollow: r , ete. 
and also for South and North Gavolina’ 


wanted by 


one of the leading popular 


priced Women’s Novelty houses. Only 
men of high earning power. Strictly 
confidential. 


SCENT SHOE CO. 


CRE 
159 Duane St., New York, N. Y. 








SALESMAN WANTED 
to carry strong line of men’s dress welts, 
territories. 
Western Pennsylvania—Ohle State—Washing- 
ten and 0 e 
names of lines 


E. B. prexegneoees & sous COMPANY 
BUQUE, 10 








WANTED —Salesmen by Eastern factory mak- 
a popular priced men’s shoes. Full settle 

monthly. Inquiries confidential. Ad 
yy D-702, care Boot and Shoe Recorder, 88 
Federal St., Boston, Mass. 





SALESMEN—One of Brockton’s oangntiog 
lines of young men’s $6 and $7 retailers 

open for esentation in the Middle West, 
Southwest. Write for i 
lara. Address D-701, care Boot and S Re 
eorder, 30 Federal St., Boston, Mass. 
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SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


The establishment of a Chicago 
Warehouse In-Stock Service De- 
partment—featuring Boys’ and 
Girls’ Shoes, that are business 
builders—requires additional sales- 
men for Middle West and West- 
ern States. Must reside on 
territory and travel by auto. 
Commission basis. References 
confidential. 


A. G. WALTON & CO., INC. 
307 W. Monroe Street, 
CHICAGO, ILLINOIS 





WANTED —Representatives for our line of 
Women’s Novelty McKays at $2.60 for 
Michigan, Illinois, Iowa and Minnesota. Ad- 
dress D-746, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 





SALESMAN WANTED to carry a line of 

_Sstitchdowns for New England States. Com- 
mission basis. All replies held confidentially. 
Address D-752, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





SALESMEN for Men’s spats to be carried as 

side line. All territories. Liberal commis- 

sion. Only those selling men’s shoes should 

a . a Seal, 536 Broadway, New York 
ity, N. 





SHOE Salesman carry side line imported heels 
and beaded and cut steel buckles. All terri- 
tories. Also experienced shoe salesman to call 
on manufacturing trade. Address D-754, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York City, N. Y. 





WANT SALESMEN 


who work — oe close to 
carry our not to rip 
line of play,  adheul and dress shoes 
in the following territories: Okla- 
homa, Iowa, Northwest, Nebraska, 
South Dakota. New line ready 
October 22nd. Nothing but pro- 
ducers should apply. No side line 
men. First letter territory cov- 
ered in detail, present connection, 
shipments, etc. 
Ramsey’s, “They Cannot Rip” 
347-349 Rider Avenue, 
New York City, N. Y¥. 











WANTED—A Salesman who can produce for 
Wisconsin, Ohio, Pennsylvania and South- 
erm states for a well known and popular priced 
line of Novelties in house slippers, including a 
Tura line of Mules, D’Orsays, Bourdouirs, a 
line well i i on this territory. Samples 
aay Pa! Ist, 1929. Commission basis. 
S 1 py with application. Address 
D-730, care Boot and Shoe Recorder, 80 Fed- 
eral Se, Boston, Mass. 


S4esuey WANTED for line of Women’s 

Mules and D’Orsays in colored kid, 
Patent a heather and satin. An outstanding line 
in price, so far below, practically no competition 
i.e. wholesale prices to retail trade. A remark- 
able line for the money, six samples. Address 
a care _ and Shoe Recorder, 80 Federal 

t 


APPLICATIONS will be considered from 
salesmen for Pennsylvania, Iowa and Michi- 
gan a manufacturer of a medium priced 
line of children’s and misses’ shoes. No objec- 
tions if carried with non-conflicting line. 
Large stock 4 rtment, straight commission 
boom Acme ; Saeed Co., 1259 
Wood St., Chee tt 











yoy to cover Connecticut territory for 


ular price eral line. Address 
ones care ond Shoe R Recorder, 239 W. 


9th St., New York City, N. Y. 





Jaan Shoe Salesmen Wanted to carry 
merchandise that sells all year around. Sub- 
mit references with your first letter. Address 
D-743, care Boot and Shoe Recorder, 80 Fed- 
eral 1 St, Boston, Mass. 





LARGE Rubber Manufacturer in introducing 
new and ular line needs to add three 
experienced rubber footwear salesmen. Inter- 
ested only in successful salesmen who can ove 
consistent record of sales results and good 
vious earnings. In reply please give particu: 
lars, previous experience, present connection 
and earning. Information held confidentially, 
of course. Address D-744, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





GALESMEN. WANTED —For Arkansas, Louisi- 
ana, Mississippi and Alabama, to sell the 
fastest selling fine of medium priced in stock 
McKay Novelty Shoes. Priced to be sold to 
the volume trade. Applicant must have road 
experience. Six per cent commission, payable 
every fifteen days. No advances. References 
with first letter. Bermes & Gordon, Inc., 138 
Chartres St., New Orleans, La 





IDE-LINE salesmen to cover Western States 
with strong, medium priced slipper line. 
Eight per cent commission. State full particu- 
lars in first letter. Write D-756, care Boot 
ood Shoe Recorder, 80 Federal St., Boston, 
ass. 





WANTED—Experienced salesmen with estab- 

lished trade to sell on commission basis a 
fast selling line of women’s novelties carried in 
stock—$4, $5 and $6 retailers. Territories 
open:—Upper New York State, Pennsylvania, 
Ohio, Maryland, Michigan. Address D-757, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


LINE WANTED 











LINE WANTED 


Side line of Work Shoes wanted 
by experienced salesman to carry 
in conjunction with established 
line of Stitchdowns in State of 
Kentucky. 

Address D-748, care Boot and 
Shoe Recorder, 80 Federal St., 

, Boston, Mass, 











LINE WANTED—Volume proposition for Job- 
bers and Department stores. Have 100 best 
rated accounts on Pacific Coast. Prefer line of 
Women’s Novelty McKays or Young Women’s 
Novelty Welts. Address D-747, care Boot and 
Shoe Recorder, 80 Federal St. Boston, Mass. 





SALESMAN with big following among whole- 
sale and chain stores wants to connect with 
a reliable manufacturer that can produce wom- 
yd cheap Goodyear Welt or McKay stout 

. Reference furnished. Address D-750, 
ae Boot and Shoe Recorder, 239 W. 39th St.. 
New York City, N. Y. 








FOR RENT 








NEW YORK OFFICE FOR RENT 


Will sublet New York office for balance of 
term which expires May 1, 1929. Office in 
excellent location. Equipped with shoe cases 
Equi it ble. Rent ible. Ad- 
dress D-751, care Boot and Shoe Recorder 
80 Federal Street, Boston, Mass. 




















FOR SALE 


OR SALE—Shoe Department in Geneva, 

Y. Good location, small stock. Address 

D- 753, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 








SHOE STORE FOR SALE in well located 

growing town of diversified industries, Men’s 
and Women’s high grade shoes. Will sell at 
sacrifice to settle estate. Mrs. Ida L. McMechen, 
Exec., 1908 Beaver St., Parkersburg, W. Va 








HELP WANTED 


SALES MANAGER—Experienced shoe sales 
manager one who can produce results by in- 
creasing sales of an established Shoe Manu- 
facturer of a line of Ladies’, Misses’ and Chil- 
dren’s McKay Shoes having stock department. 
Must be able to handle all traveling salesmen 
on commission basis and establish new routing, 
and secure experienced reliable men te increase 
sales. Must be able to figure cost of shoes and 
design the style for the production of factory. 
Give full particulars experience in first 
letter, and must be able to give A-1 reference 
with application. Apply by letter giving age, 
experience, religion and must be technical 
college graduate, naming the eciene, nd giving 
degree + ofraduation, Address D-732, care 
Boot and oe Recorder, 80 Federal St., Bos- 
ton, Mass. 








FOR LEASE 


FO LEASE—Shoe Department in Women's 
Wear Specialty House. Department haa- 
dling the better grade merchandise. Store situ- 
ated in a city of sixty thousand in a central 
Western State. Address D-733, care Boot 
Shoe Recorder, 80 Federal St., Boston, Mase. 


WANTED TO PURCHASE 

















TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
(Betab. 40 years.) 


New York Export Purchasing Corp. 
596 Broadway, New York, N. Y. 








It would be werth your while 
touch with us before yeu 
eur SURPLUS =— ’Discorn 
as we have a 
and domestic outlet A almost an 
in footwear. 


KIRSCH-BLACHER CO., ince. 
624 Broadway, New York, N. Y. 














MERCHANTS’ NEEDS 








$39.50 


Consisting of 1 table 
18”, 2 tables 12” 
high and shoe 
stands 12- 1s. aad 24, 
assorted. 
Solid American 
Walnut. 
Ww Bases — 
Connections. 
Write fer Samples of Windew Fabrice 


THE HECHT FIXTURE CO. 
233 South Wells St. CHICACO 








LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
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MERCHANTS’ NEEDS 


BUYING SERVICE 
































































EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Cz cod -Hf ake hie ld 

















Balsimore, Md.; Boston, Sans .; Buffalo, 
¥4 Chicago, Ill.; Kansas City, Mo.; 
An = Calif.; New York, N.Y.; 
t.Louis,Mo.; Port 
i tendienaien. Calif, 


















Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 








Made in all _ styles 
to suit any shelving 
conditions. 







Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2476 No. 10th Street 
ST. LOUIS, MO. 7 




























| DISPLAY | 
FIXTURES 


MAKERS OF THE BEST ONLY 


RANKED KEL 


ISPLAY 










rT DISPLAY FIXTURE CO.:] 
OF EVERY 









SCRIPTION i 
nad ¢or Ce itfalog i] 
B46 1} 

4 


493 A AVE- NEW YORK 


| DE 










GROUP BUYING. Send for Details 





Complete Service and Catalog. Representatives Wanted 
102 ALBANY BLDG. BOSTON 




















MERCHANTS’ NEEDS 
Window ; 


Decoration 





We will now serve our 
Patrons with a new line of 
the most attractive Imported 
and Domestic Roll Papers, 


> etc., in season. 


Also Maker of 
> Artistic Price and Sale Tickets 
Samples mailed free on request 





, Emil Rublack , 
Originator of Designs 
140-142 West Broadway 
Established 1903 New York ‘$ 








rrr 











WINDOW 
DISPLAY FIXTURES 














SEGALLé SONS 


923 ARCH ST. 
PrlLADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 








Hyatt Opens Store 


PORTSMOUTH, OHIO — (UTPS)—A 
new retail shoe store, located in the 
Marigold Block of Gallia Street has 
been opened by Bruce Hyatt, who form- 
erly operated a shoe business at Beck- 
ley, W. Va. The new store will sell 
the product of the Excelsior Shoe Co., 
exclusively. 
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H. B. Michaels Promoted 


NEw York, N. Y.—Dave Weisber- 
ger, owner of the Arch-bilt Shoe Com- 
pany, 1012 Westchester Ave., the 
Bronx, announces the’ promotion of 
Harry B. Michaels, a salesman who 
has been with the company for the 
past four years to the position of man- 
ager of the store. 








TATEMENT of the Ownership, Management, 
Circulation, etc., required by the Act of 
Congress of August 24, 1912, of ‘“‘Boot and Shoe 
Recorder’ published weekly at New York, N. Y., 
for Oct. 1, 1928. State of Massachusetts, County 
of Suffolk, ss. 

Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared William 
M. LeBrecht, who, having been duly sworn accord- 
ing to law, deposes and says that he is the Busi- 
ness Manager of the Boot and Shoe Recorder 
Publishing Company, publishers of the ‘‘Boot and 
Shoe Recorder’’ and that the following is, to the 
best of his knowledge and belief, a true statement 
of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid publi- 
eation for the date shown in the above caption, 
required by the Act of August 24, 1912, em- 
bodied in section 411, Postal Laws and Regu- 
— printed on the reverse of this form, to 
wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 





agers are: 
Publisher: Boot and Shoe Recorder Publishing 
Co., Boston, Mass. 
Editor: Arthur D. Anderson, Brookline, Mass. 
Managing Editor: Arthur D. Anderson, Brook- 
line, Mass. 
Business Manager: William M. LeBrecht. 


Hingham, Mass. 
2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not 
owned by a corporation, the names and addresses 
of the individual owners must be given. If owned 
by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of 
each individual member, must be given.) 
Owners: United Publishers’ Corporation, 


York, N. Y. 

George H. y, The Wellington, 19th and 
Walnut Sts., Philadelphia: Pa.; C. A. Musselman, 
Merion, Pa.; Charles G. Phillips, Montclair, N. J. 
(A) Frederic C. Stevens Co., 23 Prospect Terrace, 
Montclair, N. J. (See Note); (B) United Business 
Publishers, Inc., 239 W. 39th St., New York, N. 
Y. (See Note); Lee, Higginson & Co. (Partner- 
ship), 43 Exchange Place, New York, N. Y. 

NOTED: Stockholders of (A) Frederic C. Stevens 
Co.: Velma SS. Stevens, 325 West End Ave.. 
New York, N. Y.; F. C. Stevens, Jr., 325 
West End Ave., New York, N. Y.; Velma I. 
Stevens, 325 West End Ave., New York, N. Y.; 
Frederic C. Stevens, 325 West End Ave., New 
York, N. ¥.; Ruth S. Kane, Montclair, N. J. 

NOTE: Stockholders of (B) United Business 
Publishers, Inc. Anna B. Frank, Pleasantville, 
N. Y.; Frits J. Frank, Pleasantville, > ie 
Mabel M. Griffiths, Montclair, N. J.; Lillie Lind- 
ony, 698 West End Ave., New York, i 


New 


. A. Musselman, Merion, Pa.; A. ©. Pearson, 
Montclair, N. J.; Lelia C. Pearson, Montclair, N. 
J.; Frederic C. Stevens, 325 West End Ave., New 
York, N. Y.; Harry E. Taylor, Montclair, N. J. 
(A) Frederic C. Stevens Co., 23 Prospect Terrace, 
Montclair, J. (Stockholders of Frederic C. 
Stevens OCo.—See Above); Lee, Higginson & Co. 
(Partnership), 43 Exchange Place, New York, N. 

*: Iselin & Co. (Partnership), 36 Wall St., 
New York, N. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mortgages. 
or other securities are: (If there are none, 80 
state.) 

None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and se- 
curity holders, if any, contain not only the list 
of stockholders and security holders as they ap- 
pear upon the books of the company but also, in 
cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise. to paid sub- 
seribers during the six months preceding the date 
shown above i (This information is re- 
quired from daily publications only.) 

(Signature of Business Manager) William M. 
LeBrecht. Sworn to and subscri before me this 
28th day of a, 1928 

Arthur 8. Rave, Notary rere. 

(My commission expires January 25, 1935.) 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right papenee f to the right wearer, in the right fitting, for the 

a nie, & Soa a fit. This is the great problem of the retail 

shoe merchants chie} purpose of Tue Boor anp SHoe REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the oa allied industries relating to shoes and leather, 
heir production and distribution 


In this Issue— 


SKILL OF HAND AND BRAIN......... ee 
More Craftsmanship Needed in 
Shoemaking. 

ee a The Influence of Dress.......... 36 
Now Comes the Angle. 

Out To DOUBLE THE MEN’s SHOE A National Movement ......... 


RES LE Seer ae 
Linking Up with the Ad Cam- 


paign. 
THE VOICE OF THE RECORDER....... 


THE GALOSH STEPS OUT........... 
New Patterns, New Colors, New 


Materials. 


O. P. I. (OTHER PEOPLE’S IDEAS).... 
Our Field Editor Breaks Loose 
Loose Again. 


Fins Finp Our WHat Prorpre A Success Story ...........++5. 


38 


Opinions of the Editor.......... 40 
For Fall and Winter .......... 42 


By Harry R. Terhune.......... 44 


The ° Guiding Rule Which Enabled 
a Former Shoe Man to Become 
Head of a 200 Store Chain. 


WHOo’s WHO SELLING SHOES ON THE 
0 ESE Re 
News of the Travelers. 


SHOE MERCHANT NEWS ........... 
SHor MARKET NEWS .............. 
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MERCHANT tells us how he 
gets a volume of $100,000 at 
retail with only six fitting chairs. 
From his experiences we jump to an- 
other merchant over three thousand 
miles away, who has developed more 
men’s business through suggestions 
“from others” than from all other 
sources of advertising combined. He 
feels that the ensemble idea sells 
best, and that shoes chosen to har- 
monize with the texture and color 
of clothing increase pairage. This 
is our great issue devoted to re- 
vitalizing pairage in the sale of 
men’s shoes at a time of year when 
men must turn to winter weights. 
We have a great opportunity to 
put one mid-winter idea into all mer- 
chants’ minds for their own profit 
and prestige. 


N the division of winter display, 

we have an outstanding contri- 
bution to Fall window merchandis- 
ing in our next week’s issue. We 
will show a wide range of displays, 
suitable for stores small and large, 
because window shopping is now at 
its peak. The ten weeks to Christ- 
mas offer to every store its great- 
est opportunity for eye attraction, 
and we show the way in this display. 
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